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1,043,706.68 
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Interest Due and Accrued 586,747.52 
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Legal Reserve, Life and Annuity Contracts.......................2....+8 89,874,094.00 
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Taxes Accrued But Not Due 1,137,140.48 
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Policy Claims in Process of Adjustment or Payment 184,454.62 
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Liabilities Other Than Capital and Surplus.............................8 99,450,747.19 
ee | Er re eer re rrr A ee Pm here 12,011,117.44 


ey, SG oa 9.6 bee sane ons eon $i480s ee eae $111,461,864.63 


The NATIONAL LIFE AND ACCIDENT INSURANCE COMPANY 


of Nashville, Tennessee 


C. A. CRAIG, Chairman of the Board C. R. CLEMENTS, President 








Gain in Life Insurance in Force During 1942........................... $109,860,946.00 
Total Life Insurance in Foree December 31, 1942..................00.. 989,496,802.00 
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What did you do today 


... for Freedom? 


Today, at the front, he died .. . Today, what did you do? 
Next time you see a list of dead and wounded, ask yourself: 
“What have I done today for freedom? 
What can I do tomorrow that will save the lives of 


men like this and help them win the war?” 


To help you to do your share, the Government has organized the Citizens Service Corps as a part of local 
Defense Councils, with some war task or responsibility for every man, woman and child. Probably such a 
Corps is already at work in your community. If not, help to start one. A free booklet available through this 
magazine will tell you what to do and how to do it, Go into action today, and get the satisfaction of doing a 


needed war job well! EVERY CIV{LIAN A FIGHTER 
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Army Takes Action 
fo Promote 
Service Cover 


More Educational Work 
to Be Done—Hold 
Regional Parleys 


Army authorities are giving more at- 
tention to National Service Life Insur- 
ance coverage on service men and corps 
of specialists are meeting with army of- 
ficers in different areas to initiate edu- 
cational programs. 

American soldiers not 
service life insurance as did_ their 
fathers in 1917-1918 and the life insur- 
ance section of the war department, 
having estimated that $75,000,000,000 
worth of protection would be purchased 
by the men in the service, has set out to 
find the answer and to speed up the pro- 
gram. In World War I the average 
service man had $9,000 worth of govern- 
ment life insurance and 98 per cent of 
the men and officers purchased protec- 
tion. In this war, so far, several hun- 
dred thousand are without any service 
insurance at all and the average policy 
is far less than the average in effect in 
the other war. Apparent apathy toward 
the insurance program is held to be the 
result of failure of those in charge to 
inform the soldiers fully regarding the 
availability of the program. 

CONFER IN PORTLAND, ORE. 

PORTLAND, ORE—Lt. Col. J. F. 
O'Brien, Major Louis Grayson and Capt. 
H. H. Wilson, National Service Life 
Insurance specialists from Washington, 
D. C., conferred here with more than 
100 army officers from Oregon, Wash- 
ington, Idaho and Montana on methods 
of stimulating the purchase of service 
insurance. 


are buying 


GENERAL URGES COVERAGE 

WASHINGTON, D. C.—Lieut. Gen. 
L. J. McNair, commanding general of 
army ground forces, is urging all mili- 
tary personnel to take out the maxt- 
mum amount of National Service Life 
Insurance they can afford, and ordered 
all organization commanders. to stress 
to their men the advantages of insurance 
protection before going overseas. 

“All personnel must be advised prop- 
erly regarding insurance,” General Mc- 
Nair said, “and this must not be de- 
layed until their departure for overseas. 
The creation of an unwarranted amount 
of work at ports of embarkation and 
overseas stations in this connection must 
be avoided.” 

General McNair further pointed out 
that it is a duty of each officer and en- 
listed man “to provide, through insur- 
ance, the necessary financial protection 
for their dependents when it is obvious 
that failure to do so may cause unnec- 
cessary hardship.” 

MYRICK URGES SERVICE 

NEW YORK-—Julian S. Myrick, sec- 
ond vice-president Mutual Life of New 
York, in commenting upon the responsi- 
bility of the life insurance business 
toward men about to enter the armed 


Schedule of Events D.A.ForbesNamed Manpower Edict Puts 


at Kansas City 


Outline of Program for 
National Association of 
Life Underwriters 


At the mid-year meeting of the Na- 
tional Association of Life Underwriters 
in Kansas City, March 25-27, at the Pres- 
ident Hotel the principal events will be: 

Thursday, March 25—-Meeting of gen- 
eral agents and managers, Osborne 
Bethea, Penn Mutual, New York, chair- 
man of national committee on general 
agents and managers, presiding. 

Friday, March 26—Meeting of nationa! 


ceuncil, President Grant Taggart pre- 
siding, 
Saturday, March 27— Meeting of 


N.A.L.U. board of trustees, Grant Tag- 
gart presiding. 

Sales congress, sponsored by Kansas 
City association. Details concerning the 
personalities to be featured at the vari- 
ous events, as well as the special enter- 
tainment planned by the host associa- 
tion, will be announced later. 

The general Kansas City committee 
in charge of local aspects is composed 
of: W. L. MecPherrin, president; J. 
Frank Trotter, National committeeman 
and committee coordinator; H. A. 
Hedges, vice-president of the National 
association; Jack D. McInnes, president 
general agents and managers group; 
Wayne Clover, credentials chairman; 
Paul C. French, chairman sales congress 
program committee, and Dallas Alder- 
man, vice-president Kansas City Life. 


Oklahoma City Asks 
for N.A.L.U. Meet 


OKLAHOMA CITY—A letter has 
been sent to the officers and trustees of 
the National Association of Life Under- 
writers inviting it to hold its annual 
meeting in Oklahoma City next August 
or September. The invitation was signed 
by J. Hawley Wilson, president of the 
Oklahoma association; Harvey G. Kemp, 
president of the Oklahoma City associa- 
tion, and George Field, president of the 
Cklahoma General Agents & Managers 
Club. 

A large delegation from Oklahoma 
will attend the mid-year meeting of the 
N.A.L.U. in Kansas City March 26-27. 


forces, pointed out that local life under- 
writers’ associations can perform a real 
service to draftees and their families by 
interviewing each man before his induc- 
tion into service. Many draftees are 
inducted before they have had an oppor- 
tunity to arrange their life insurance af- 
fairs. 

Local associations should try and 
arrange through their draft boards to 
interview each draftee in the community 
as soon as he receives his notification of 
selection, Mr. Myrick suggested. 

Draftees should be urged to apply 
for the maximum amount of government 
life insurance, Premium payment plans 
for continuing regular life insurance in 
force should be explained, including gov- 
ernment allotment from pay, govern- 
ment guarantees under the soldiers’ and 
sailors’ civil relief act, and payment of 
premiums in advance, through a member 
of the family, or, where available, 
through automatic loan provisions. 


Mich. Commissioner 


Governor Withdraws 
Plan to Consolidate 
Departments for Present 


LANSING, MICH.—Abandoning for 
the present legislative session his pro- 
posal that the insurance department be 
merged with five other state agencies. 
Governor Kelly has named David A. 
Forbes, prominent Grand Rapids agent, 
as insurance commissioner. 

Mr. Forbes, at the governor’s sugges- 
tion, will name the present acting com- 
missioner, Horace B. Corell, as his 
deputy, thus placing Mr. Corell in the 
position he held for 15 years prior to 
his removal two years ago at the or- 
der of Governor Van Wagoner. 


Forbes Strongly Supported 


Mr. Forbes, who was president of the 
Michigan Association of Insurance 
Agents in 1940-41, had been given 
strong support for the post following 
Governor Kelly’s election. The gover- 
nor, however, decided to name Mr. 
Corell acting commissioner pending dis- 
position by the legislature of an execu- 
tive suggestion that the insurance de- 
partment be consolidated with the 
banking department, corporation and se- 
curities commission, building and loan 
and finance company divisions and the 
public trust commission. 


Asks Further Study of Proposal 


In a message to the legislature, he 
temporarily withdrew this recommen- 
dation, asking that further study be ac- 
corded his proposal in view of plans 
for a special session next winter. 


ey Sale O.K. Even 
for One Employe, 


Bureau Rules 


NEW YORK—Payment by an em 
ployer of premiums up to 5 percent of an 
employe’s salary is in compliance with 
the salary stabilization regulations even 
though the insurance is for only one em- 
ploye, the New York office of the new 
salary stabilization unit of the internal 
revenue bureau has indicated. When 
the regulations were put out the ques- 
tion arose as to whether the insurance 
could be purchased for only one em- 
ploye because the example in the regula- 
tions was based on a group of 20 em- 
ployes. - 

H. J. Bigelow, a life agent at Syra- 
cuse, N. Y., submitted a case involving 
only one employe to the local stabiliza- 
tion board which in turn passed the mat- 
ter along to the regional office at New 
York City and received approval. The 
corporation which was buying the insur- 
ance employed about 60 persons. 


Ruling on Nebraska Proposal 


LINCOLN, NEB.—The Nebraska bill 
which seeks to change the method of 
appointing the insurance director re- 
quires two-thirds majority for enact- 
ment, Attorney-general Johnson has 
held. Constitutional officers are ap- 
pointed by the governor and to create 
an executive officer to head a department 
the above rule applies, according to the 
constitution. 


Damper on Sales to 
Prospects Under 38 


Status of Many 
Occupations Awaits 
Clarification by U. S. 


NEW YORK — 


dependents will no longer be a 


that 
cause 


Announcement 


for deferment for men under 38 not in 
the effort 
has put a damper on sales among pros- 


industries essential to war 


pects who feel they may be affected. 
Some occupations and activities are cur- 
rently listed as essential or as non-de- 
ferrable, but those in the big majority 
of occupations can only guess what their 
status will eventually be. 

However, Maj. Gen. Hershey’s state- 
ment that a majority of men under 38 
with dependents will be in service by 
the end of the year leaves little doubt 
in most prospects’ minds that their oc 
cupations will have to be definitely 
linked to the war effort or some essen- 
tial civilian service to warrant any hope 
of deferment. 


Emphasizes Prospecting Fund 


A florist shop on which a business in 
surance case was pending canceled it 
when the non-deferrable list came out. 
There are many similar examples which 
are a direct result of the manpower 
edict. Until the question is clarified, 
there undoubtedly will be considerable 
uneasiness. In view of this situation, 
the recruiting problem and an indefinite 
income tax payment plan, one of the 
large companies has deferred its agency 
production allotments from Jan. 1 to 
April 1, when it hopes the air will be 
cleared. 

Many agents are spending most of 
their time on prospects 38 or more, juve- 
nile insurance and women and the man- 
power edict gives further emphasis to 
this tendency. While some agents have 
concentrated on prospects engaged ‘in 
occupations which the government con- 
siders deferrable, there is no guarantee 
that they will continue so for men un- 
der 38. 

,Agents have handled the induction 
into military service objection agegres- 
sively for some time and have not had 
too great difficulty with it. When a 
prospect has the need, it must be satis- 
fied through life insurance. Even though 
the life insurance policy has a war 
clause, the prospect preserves his insur- 
ability by buying it now. An idea which 
is being used currently until the present 
uncertainty is dispelled is the purchase 
of preliminary term for 60 or 90 days. 

Business has been good for the year to 
date and discounting the big carryover 
business in January, 1942, from the 
previous December, most companies are 
probably ahead of last year. But, until 
the government makes up its mind on 
the tax and manpower questions and 
enunciates a definite, clearcut policy, 
there will be much confusion and un- 
easiness which are bound to affect sales. 
As one man expresses it, it doesn’t mat- 

(CONTINUED ON PAGE 9) 
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No Unanimity So Far on 
Social Security Issue 


At the conference held in Chicago 
last week under the auspices of the In- 
surance Economics Society to discuss 
the proposed further extension of the 
social security act and the Beveridge 
report on social security made in Eng- 
land, with C. O. Pauley, secretary 
Great Northern Life and president of 
the society, presiding, a number of 
views were expressed. It was appar- 
ent that so far there is not a cohesive, 
comprehensive, definite policy formu- 
lated by the insurance industry. Most 
people have an open mind. Some are 
very set in their opinions and others are 
willing to wait and see what the admin- 
istration suggests. Some contend that 
the fighting stage is reached and that 
the insurance people must take a firm 
stand against any course that will tend 
to socialize any phase of the industry. 

President Pauley characterized the 
Beveridge report as “hard reading” and 
pointed out some of its features. 


Situation of Underprivileged 


There seem to be an underlying sen- 
timent that it would be a mistake to 
oppose any extension of the social se- 
curity act that would apply in case of 
accident and sickness benefits only to 
those who are not able to pay for in- 
surance. It was stated that there are 
people who lack ability, the capacity 
and ambition to make a living. They 
may be physically or mentally disabled. 
These should be wards of the state but 
to enlarge the sphere of the act so that 
it grants insurance to those who can af- 
ford to pay for voluntary protection is 
a mistake and there the government 
should stop and allow the existing fa- 
cilities to handle the insurance. It was 
felt that in most cases of actual want, 
the local government should respond. 
The sentiment was plainly against ac- 
cumulating a big social security re- 
serve. 

Prior to the 1939 amendment to the 
act there was a provision for a reserve. 
Now there is probably $3,500,000 ac- 
cumulated, because the calculations can- 
not be exact. It was stated, however, 
that the government people, bureau- 
crats, are in favor of a large reserve so 
that that would give them more money 
to play with and they could demand 
more employes. 

The most constructive note that was 
struck was to the effect that the govern- 
ment instead of giving so much time to 
effects should study the causes of pov- 
erty, of accident, of illness, of unem- 
ployment. The government can do 
much in the way of rehabilitation work, 
of eliminating the causes of disease. It 
can bring about the reduction of acci- 
dents. It can do much to furnish work 
for more people who are physically 
able to work. 


Should Draw Definite Line 


The opinion prevailed that conditions 
change, demands are different from one 
time to another and these variations 
must be acknowledged and the insur- 
ance industry must adapt itself to the 
new ways and the new requirements 
However, those present were agreed 
that the government should — stop 
abruptly at the line where private in- 
surance companies could carry on just 
as effectively and more efficiently than 
the government. 

Mr. Pauley in giving the contribu- 
tions under the Beveridge plan stated 
that 22 percent would be contributed by 
the employes, 15 percent by the em- 
ployers, 2 pereent would come from in- 
terest, 61 percent would have to be 
provided by the general treasury. This 
report recommended that all the people 
regardless of financial standing or in- 
come be covered, which he condemned 
very emphatically as being useless, in- 
asmuch as a large percentage of people 

are perfectly able to take care of them- 
selves. Then this plan involves a de- 


ferment of benefits thus enabling a 
large reserve to be created which Mr. 
Pauley felt was highly undesirable. He 
said that Mr. Beveridge calculated 2.7 
percent as the expense ratio for admin- 
istration, which Mr. Pauley said was 
entirely too low and that Beveridge had 
calculated it on a wrong basis. 

In attempting to employ the Bev- 
eridge plan in this country he said that 
conditions are entirely different here. 
There is no national unity in the 
United States on any question like there 
was, for instance, following the bom- 
bardment of Pearl Harbor when the 
people were all of one mind. Interests 
here, he said, are too diversified. There 
are racial factors which must be con- 
sidered. There are different economic 
views. Under the present social secur- 
ity act, old age, survivorship and un- 
employment benefits are now provided. 
If the act is expanded to cover tem- 
porary and total disability from illness 
and accident, for example, he asked 
what might be the effect on the charac- 
ter of the people, their initiative, their 
outlook. 


Deliberation Urged 


President W. T. Grant, Business 
Men’s Assurance, said that but few 
thinkers in the business have reached 


any conclusion as to what is the right 
course to pursue. Insurance people, he 
said, want to have a reasonable atti- 
tude and he urged them not to be too 
hasty in reaching conclusions. He said 


that even men of high degree in the 
business are making statements with- 
out having all the facts before them. 


For instance, he cited the example of 
one eminent life insurance president 
who was not aware of the fact that ac- 
cident companies already pay life in- 
come for total disability. A number of 
companies write policies covering life 
income for total disability caused by 
illness. This president, he said, was 
inclined to approve what the adminis- 
tration seemingly recommended but 
Mr. Grant said that he certainly did not 
know all the facts in the case. 

Companies issue policies with various 
periods of benefits payment from a few 
weeks to life. Premiums are charged 
accordingly. 


Should Be Better Informed 


Therefore, Mr. Grant urged that all 
who pretend to speak for the business 
should be better informed as to what 
insurance is doing now. He said that 
he was not in favor of the government 
undertaking to issue accident, health 
and hospitalization policies. Some bulle- 
tin had quoted Holgar J. Johnson, 
president of the Institute of Life Insur- 
ance, as being in favor of this exten- 
sion. He said that he did not believe 
that Mr. Johnson had ever expressed 
such an opinion. He might favor rea- 
sonable amendments but he did not be- 


the government getting into the insur- 
ance business where private companies 
are occupying the field. 

Mr. Pauley called attention to the 
fact that all government employes, and 
that includes pubic employes of all 
kinds, do not come under the social se- 
curity act. Neither do farmers or do- 
mestic servants. Mr. Pauley stated 
that probably between 23,000,000 and 
25,000,000 are not under the social se- 
curity act. The railroad employes evi- 
dently are opposed to the extension of 
the social security because they have a 
pension and help plan, and it has been 
proposed to extend it and yet except 
the railroads. 


Social Security Statement 


In explaining the financial report of 
the social security fund he said that as 
of June 1, 1941, the income for the year 
was $681,000,000. There had been paid 
out in claims $64,000,000 and there was 
paid $15,000,000 in salaries. The social 
security board claims that its adminis- 
trative cost is 4 percent. Mr. Pauley 
questioned that percentage of expense 
saying that it was figured on a different 
basis than what the insurance compa- 
nies do in reaching their expense ratios. 
Therefore, the figure he regards as mis- 
leading. 

Mr. Pauley stated that the danger in 
building up a reserve fund would be 
that the Treasury would borrow it for 
running the war and other expenses. If 
a reserve fund, therefore, is invested in 
government bonds it would be neces- 
sary to levy a tax or borrow in case 
more money were needed for payment 
of claims. He said the question of a 
reserve fund is not settled as yet. The 
pay-as-you-go plan is the most desir- 
able. It was brought about largely in 
the 1939 amendment through the influ- 
ence of President M. A. Linton of the 
Provident Mutual Life. Mr. Pauley 
said that as far as he could ascertain 
there was a general opposition among 
insurance people to any increase in so- 
cial security benefits at this time and 
they are opposed to the creation of a 
reserve. He said that there should be 
no increase of taxes until the money is 
needed. Now 1 percent of an employe’s 
wages is paid and 1 percent by the em- 
ployer. He said that the question of 
taxes is tied up intimately with the in- 
crease of the scope of the act. 


Totally Disabled People 


Another class of people not coming 
under the act are those that are totally 
disabled through accident and sickness 
and he said that the bureaucrats favor 
bringing them in. There are many 
complications regarding permanent and 
total disability and the government 
would find itself confronted with many 
fine points in the adjustment of claims. 
It was brought out that if the provi- 
sions of the act were extended to cover 
disability it would be a political im- 
possibility to stop there. 

In considering the extra cost of any 
extension it was brought out that the 
people must realize that undoubtedly 
when the war ends there will be a 
tremendous cry set up for bonuses and 


Leading Woman Agent 
for Penn Mutual in ‘42 





E. Lorf of the Bill A. 
Detroit was the 
Penn Mu- 
tual’s No, 
1 woman 
producer for 
1942, She 
qualified for 
the Quar- 
ter Million 
Dollar Club, 
with a to- 
tal Produc- 
tion of 
$258,694, on 
73 lives, 
Her aver- 
age pre- 
mium per 
case runs 
between 
$150 and 
$200. 

has been with Penn Mutual Pe 
years. More than three-quarters of her 
sales are made to men, Her sales are 
usually made during evenings, and to 
war workers, in the industrial market, 
She always makes appointments by 
telephone. She always has the appli- 
cant’s wife present, 

Miss Lorf believes that more mort- 
gage coverage life insurance should be 
sold to women. In _ Detroit many 
women are now buying homes and 
sharing them with the family or with 
close friends, and she regards that fact 
as too often overlooked. 


Florence 
Schauer agency at 
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FLORENCE E. LORF 








war. Therefore the nation may be 
confronted with an overwhelming tax 
program. The people in the war serv- 
ice have a tremendous voting power. 
Those that favor extending the so- 


-cial security act to take care of the un- 


derprivileged will find if they would 
delve into the subject that the scheme 
is complicated as to eligibility so far as 
disability is concerned especially. 

Mr. Pauley said that there is no cen- 
sus to show how many are totally and 
permanently disabled now. Some say 
that there are 2,000,000. Then he asked 
how many of these would qualify. It is 
a big problem, he said, to answer this. 
The old age and survivorship provi- 
sions, he said, are simple. They apply 
to people 65 years or over. Age can be 
verified. While total and permanent 
disability has its serious complications 
temporary disability offers many more. 


Public Assistance Institutions 


Mr. Pauley said that public assist- 
ance institutions and provisions can 
take care of many of the under priv- 
ileged now who need attention. This 
can be done very readily and all the 
local conditions are known. He said 
that the government should tackle the 
causes of unemployment, total and per- 
manent disability, etc. It should find a 
way to give jobs to all who are fitted 
or able to work. 

Back of the scheme to extend the so- 
20) 























lieve that Mr. Johnson is advocating pensions for those that have gone to (CONTINUED ON PAGE 
FIGURES FROM DEC. 31, 1942, STATEMENTS 
Increase Surplus to New Increase Prems. Total Benefits Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs 
Assets Assets holders* 1942 Dec. 31, 1942 in Force 1942 1942 1942 1942 
$ $ $ _% $ $ $ 
Api Mile is ccosseesst 847,864,568 69,627,529 45,642,494 413,235,448 5,230,527,654 166,686,807 51,645,600 99,530,880 
American Home Life... 2,344,612 178,641 216,411 2,114,771 "11,956,5 5 107,608 259,335 
Bankers Life, Neb...... 40,494,742 1,166,761 5,099,974 12,966,504 130,797,444 2,393,229 4,359,161 
Continental Assurance. 45, sea 4,669,100 4, 315, 498 45,139,503 402,818,739 3,829,533 6,882,535 
Cosmopolitan Life ...... 121,706 8,593,886 21,242,003 93,138 438,136 
Home Life, N. Y........ 9,735,178 40,091,561 471, as 302 7,890,076 13,902,645 
Homesteaders Life ..... 71,356 2,021,375 39 416,109 733,472 
Liberty National ....... 1,344,674 36,766,369 637,396 2,376,454 
Lincoln Liberty, Neb..... 485,157 5,346,042 726,128 1,462,413 
Midland National Life. . 356,551 : 2,960,930 $23,756 781,410 
Natl. Life & Accident...111,461,864 15,839,014 12,011,117 235,580,643 5,309,582 18,111,782 
National Old Line...... 1,504,212 30,157 314, 5,354 54,117 175,936 
North Amer. Life, Ill... 14,848,133 907,511 75,064,529 864,853 1,833,053 
Peoples Life, Ind. ...... 12,436,894 874,162 ; 59,066,396 617,354 1,217,098 
Rockford Life ......... 4,009,287 259,394 f 4,506, 34 19,656,415 : 200,195 482,833 
Sun Gite, Can. 25s 1,044,389,674 51,628,534 34,035,453 201,237, 599 3,043,909,108 169,801,747 77,684,997 118,910,741 
Union Employees M., Wash. 16,594 219 4,100 39,000 469,937 14,763 3,578 8,034 
FRATERNALS 

Natl. Mut. Benefit, Wis. 6,934,650 402,987 951,953 2,996,000 39,178,597 2,121,724 855,133 1,196,820 451,731 799,886 
Security Benefit, Kan... 16,988,847 1,406,956 2,949,482 5,803,893 81,794,637 556,008 3,000,188 3,769,668 1,578,267 2,367,765 


*Includes capital and contingency funds, if any. 
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a Looking for 
Insurable Values 


Mutual Trust President at 
Agents Rally Counsels Re- 
turn to Fundamentals 


Agents should look for upward shifts 
in insurable economic value of indi- 
viduals, not only to disclose need for 
personal but also business life insurance, 
President Raymond Olson of Mutual 
Trust Life declared in his initial talk in 
that capacity at the agents convention 
at Chicago this week. He said many 
agents have been looking for pension 
trusts and other “gadgets” when they 
should get back to fundamentals. 

In time of war there are greater 
fluctuations in economic value than in 
peace time, he said. 

“Search for fluctuating economic 
values which will indicate who are pros- 
pects; look for the fundamental values. 
Predicate sales possibilities on what 
people are worth to other people.” 

Life insurance in its business use, he 
said, furnishes money to replace lost 
manpower, and builds a reserve fund to 
meet such emergencies. 


Board Chairman Attends 


E. A. Olson, president for many years, 
now board chairman, was an interested 
spectator at business sessions and took 
part in the banquet, at which Paul 
Speicher, R. & R., spoke. 

The sales material was practical and 
the program largely developed by the 
agency force. H. A. Newhart, former 
agency secretary, now manager home 
office agency, spoke the first day on the 
market for life insurance. He explained 
Mutual Trust had made market analyses 
of the territories of all agents attending, 
which were presented to them. These 
were broken down for 12 occupations 
and 12 age groups. Mr. Newhart urged 
fitting the sales. plan. to the territory. 

Juvenile insurance is one of the best 
bets, he said. As late as 1941 Mutual 
Trust showed 17 per cent of new busi- 
ness to be juvenile, In 1942 the figure 
was 32 per cent by number of risks. 


Consider Juvenile Cover 


Much of the first day’s program was 
devoted to juvenile. H. J. Sundberg, 
former Detroit general agent, president 
President’s Club, told how he paid for 
$314,950 in 1942. B. H. Dunlevy, gen- 
eral agent, Manchester, N. H., told of 
using juvenile as an approach to 
adults. G. H. Lentz, general agent, 
Hillsdale, Mich., spoke on using juvenile 
to open new policies. He was top man 
in the Marathon Club with 181 lives 
last year. H. E. Beckman, general 
agent, Rockford, IIl., told of the motivat- 
ing appeal of juvenile insurance. He is 
famous in Mutual Trust for his motivat- 
ing stories and dramatic sales presenta- 
tions. A. B. Slattengren, vice-president, 
was chairman. 

L. R. Lunoe, manager, eastern depart- 
ment, New York City, presided the sec- 
ond day. Secretary C. E. Menor dis- 
cussed underwriting problems. Other 
speakers and subjects were: 

I. L. Grimes, vice-president and act- 
uary, pension plan for field men; W. R. 
Goode, director of field service, field 
Service plans; H. D. Fagin, general 
agent, Mt. Vernon, III., selling to women 
to get acquainted in new territory; F. A. 
Hardy, general agent, Seattle, golden rule 
of life underwriting; R. B. Gripman, gen- 
eral agent, Detroit, prospecting and pre- 
approach methods to meet war time 
conditions; C. J. Homann, manager, life 
department of Reitan-Lerdahl Co., gen- 
eral agent, Madison, Wis., quality pros- 
pecting through centers of influence; J. 
B. Hawkins, general agent, Worcester, 
Mass., the war-worker as a prospect for 
ordinary insurance; P. L. Chelgren, gen- 

(CONTINUED ON NEXT PAGE) 


Aetna Life Group 
Does Special Work 
on Important Job 


Volunteering for special duty, a num- 
ber of Hartford insurance companies, 
working in cooperation with the Pratt & 
Whitney division of the United Aircraft 
Corporation, have made an important 
contribution to the nation’s war effort. 

The work entailed the consolidation of 
army, navy and lend-lease orders for 
spare parts on to one contract and one 
schedule in order that vital parts for 
planes might be expedited to fighting 
fronts. 

Facing one of the largest war industry 
book-keeping jobs ever undertaken, the 
United Aircraft Corporation turned to 
the Aetna Life affiliated companies for 
assistance. United Aircraft and Aetna 
Life officials worked out the details of 
the project and Aetna employes were 
given the opportunity of volunteering for 
this special work. 

The first phase of the project began 
Feb. 6, and was completed late Tuesday 
night, Feb. 9. Two hundred and fifty 
Aetna Life employes, selected from 650 
volunteers, worked in the Aetna cafe- 
terias on this project. 

The second and final phase of the proj- 
ect began the following week-end and is 
now completed. This work was done on 
tabulating machines in the Pratt & 
Whitney Aircraft offices. 





Jones on Commissioners’ 
Executive Committee 


Paul F. Jones, insurance director of 
Illinois, has been elected a member of 
the executive committee of the National 
Association of Insurance Commission- 
ers, to succeed Louis H. Pink of New 
York, who resigned when he retired 
from office. The committee has author- 
ity to fill vacancies in its personnel. 


Statements Continue to 


Reveal Company Gains 


NEW ENGLAND MUTUAL LIFE 


Assets of New England Mutual Life 
increased last year by about $40,000,000 
and the total is now $575,376,000. Un- 
assigned surplus increased to $20,455,- 
000 and a special real estate and mort- 
gage fund of $3,000,000 was again set 
up from earnings. 

Insurance in force increased by $40,- 
000,000 to $1,700,000,000. New life in- 
surance issued was $110,000,000. Al- 
though that was less than in 1941, new 
annual premiums exceeded by 4.4 per- 
cent the amount received in 1941, due 
to purchase of more high premium 
forms. 

The mortality experience was lower 
than the average for the past five years. 
Eighty-two policyholders in the armed 
forces or merchant marine lost their 
lives. Of these 31 were the result of 
actual combat or loss at sea. Twenty- 
eight more are reported missing. There 
was a decline in deaths from civilian 
automobile accidents, from 79 to 36. 
There are 265 members of the home 
office and field organization in the 
armed service. 

Government bond holdings _ totaled 
$122,682,000. This compares with $62,- 
446,000 five years ago. 


— 


MUTUAL LIFE OF NEW YORK 


Mutual Life of New York increased 
its holdings of government obligations 
by $161,855,000 to a total of $643,851,- 
000, representing 41 percent of assets 
of $1,587,529,495. Assets increased 
$45,577,000 in 1942. 

The rate of mortality, in spite of the 
new factor of war deaths, was the low- 
est for any year in 15. Payments to 
policyholders and beneficiaries totalled 
$112,891,236, 42 percent in death claims. 








to prove the need. 


humanitarianism, 


camps of the enemy. 


reason to provide that fund. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





The Symbol 


When the American Red Cross makes its annual appeal for 
supporting funds, it can produce a long record of work done 


But this year it need hardly say more tham to remind us 
that almost every family in the United States, or some neigh- 
bor’s family, has at least one member in the nation’s armed 
forces located somewhere in the four corners of the earth. 


Where the star spangled banner flies, there too flies the 
white banner with the red cross, marking the crossroads of 


The red cross banner also flies invisibly in certain places, 
just as the American flag flies there invisibly—in the prison 
Service is needed there. 


The red cross is the symbol of the faith the fighting men 
have that the folks back home are backing up their boys. 


The American Red Cross this year needs about twice as 
much money as it needed last year, to finance its service. 


Citizens of America have much more than twice as much 
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THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
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Company’s operations in 1942, the an- 
nual report states, consisted largely of 
adjustment to a war economy. The war 
has particularly affected the rate of in- 
terest obtainable on investments. It 
has partially depleted company person- 
nel, resulted in greatly increased tax 
payments, and has brought a new fac- 
tor of war deaths into the company’s 
mortality experience. 

The company has made every effort 
to meet the needs of policyholders in 
the armed forces, and has established a 
policyholders war service bureau for 
that purpose. 

The company will not only maintain 
the 1942 dividend scale in 1943, but 
has increased, by $4,104,000 to $35,538,- 
350, the surplus reserve available for 
investment and mortality fluctuations 
and other contingencies. In addition, 
the reserve for revaluation of miéort- 
gages and real estate set up by the 
company was increased by $10,300,000 
and totalled $44,700,000 at Dec. 31. In- 
surance and annuity reserves, including 
reserves for disability benefits, were 
further strengthened last year by $7,- 
850,000, through adoption of more 
stringent valuation bases, or by crea- 
tion of special reserves. 


STATE MUTUAL, MASS. 


Insurance in force of State Mutual 
Life in 1942 increased $10,074,030 to a 
total of $630,024,335, President George 
A. White reported at the annual meet- 
ing, which was attended by almost 200 
policyholders and 50 general agents and 
agents representing offices in 43 cities. 
The General Agents’ Association of the 
company held a two day business ses- 
sion preceding the annual meeting. 

Assets of the company increased 
$10,769,686 to $220,157,638. Surplus in- 
creased $431,483 to a total of $9,528,663. 

More than 19 percent of assets, $41,- 
949,968, is invested in government se- 
curities, $5,904,391 being added in 1942. 
The company acquired more than $10,- 
000,000 of FHA mortgages during the 
year. Actual market values of securi- 
ties exceeded values at which they were 
reported by $3,155,273. The average 
yield from investments was 3.37 per- 
cent. 

Almost one-third of the company’s 
agency force now is either in the armed 
services or war production. 


DOMINION LIFE 


New business written by Dominion 
Life last year totaled $26,656,201 which 
was one-third better than in 1941. The 
amount of insurance in force increased 
by $14,575,031 and the total now 
stands at $211,286,275. The gain of 
insurance in force was exceeded only 
in 1928. 

Policies terminating in 1942 through 
death averaged 13 years on the books 
of Dominion Life. The net “death 
strain” was about 20 percent higher 
than in 1941. War claims from Sep- 
tember, 1939, to the end of 1942, totaled 
less than $100,000 but a warning that 
this is likely to increase substantially 
this year is given in the fact that the 
losses for 1942 alone represent about 
40 percent of the total since September, 
1939. Dominion Life has used the bulk 
of its free surplus earned in 1942 to 
strengthen the various reserves set up 
for contingencies that may arise in the 
final phases of the war. 

Enlistments from the branch office 
Organizations increased by 25 percent 
and from home office employes by 
more than 100 percent as compared 
with the number in the armed forces 
at the end of 1941. Those who remain 
accept the burden of increased work 
and heavier responsibility with enthu- 
siasm and pride. 

In scanning the post-war possibili- 
ties, President Ford S. Kumpf antici- 
pates an era of expansion during which 
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the population of Canada may be in- 
creased five fold. Canada has de- 
veloped industrial plants, trained thou- 
sands to be skilled mechanics, farms 
have the capacity to feed a much larger 
nation and an assured market is ur- 
gently needed. 


WASHINGTON NATIONAL 


Assets of Washington National have 
reached $53,170,185, increase $3,614,417. 
Insurance in force shows an increase 
of $13,191,196, now totalling $259,755,- 
635. Premium income reached a new 
high of $15,806,996, a gain of $1,951,093. 

Surplus rose from $2,344,409 to $3,- 
041,448, an increase of $697,039. A spe- 
cial contingency reserve of $500,000 has 
been set up to meet any unforeseen con- 
tingencies such as abnormal claim 
losses which might result from war or 
epidemic. 

Capital remains at $2,000,000 and 
surplus to policyholders is $5,541,448. 


COMMONWEALTH LIFE 


Commonwealth Life in its new state- 
ment shows assets of $27,055,736, in- 
crease $2,302,174. Surplus to policy- 
holders increased from $2,773,394 to 
$3,000,000. Holdings of government se- 
curities increased and mortgage loans 
decreased. 

The production ‘goal for 1942 was to 
reach $200,000,000 insurance in force. 
It closed the year just short of that 
with a total of $198,585,844 as com- 
pared to $183,707,440 at the close of 
1941. 


LIFE & CASUALTY 


Assets of Life & Casualty now stand 
at $37,434,126, an increase of $5,181,247. 
Surplus to policyholders totals $6,020,- 
000, an increase of $1,080,000. Pay- 
ments to policyholders and beneficiaries 
totaled $2,713,933. More than 300 of 
the field and home office men are now 
serving the armed forces. Insurance 
in force increased by $32,287,951 and 
now stands at $355,846,130. 


GREAT NORTHERN LIFE 

Great Northern Lif» assets increased 
$531,276 in 1942 to $8,895,989. 

Life insurance in force increased $2,- 
349,943 to $39,892,558. Paid business 
totaled $5,823,444. : 

Accident and health premiums to- 
taled $1,658,945 while claims totaled 
$652,616. Surplus to policyholders to- 
taled $629,377, a gain of $129,377. 


WISCONSIN LIFE 


The Wisconsin Life annual statement 
shows that 3.7 percent of the total 
death losses were due to the war. 
About 3% percent of its policyholders 
are in active war service. Its net re- 
turn on its home office building was 
3.95 percent and on all other real es- 
tate 5.55 percent. Its premiums last 
year were $748,816, total income $1,- 
160,523, paid policyholders $274,808, to- 
tal disbursements $595,618. Its assets 
were $7,153,881. The company has in 
its larger items 33.8 percent corporate 
bonds, 10.1 federal bonds, 14.9 city 
mortgages, 10.7 policy loans, real estate 
4, cash 2.5. Its ‘surplus is $237,634. It 
showed that last year out of every dol- 
lar received 24 cents was paid on policy 
claims, 8 cents on deposits withdrawn, 
9 cents on dividends, 37 cents on re- 
serves and surplus, 6 cents agency ex- 
pense, 1.5 cents taxes and fees, 3 cents 
investment expense, 8% cents general 
expense. Its insurance in force is $27,- 
174,334. 

LUTHERAN MUTUAL LIFE 


Admitted assets at the end of 1942 
were $16,142,292, Lutheran Mutual Life 
of Waverly, Ia., reported in its state- 
ment. Contingency reserve was $150,000; 
unassigned surplus $1,349,412. Net tab- 
ular mean reserve was $12,701,508. 

Assets include cash $370,967, first 
mortgage loans $9,044,398, bonds $4,638,- 
107, policy loans $1,169,348. 

Premiums received were $2,654,825, 
interest on investments, representing on 


earning 3.77 per cent, $594,873, and total 
income $3,573,182. Lutheran Mutual 
paid policyholders and beneficiaries last 
year $974,507. Insurance in force to- 
taled $86,933,624, increase $9,259,974. 


PACIFIC NATIONAL LIFE 


At the annual meeting of the Pacific 
National Life, President C. R. Marcu- 
sen gave the 1942 report showing 8.6 
increase of insurance in force, 3.4 de- 
crease in lapse ratio, 2 percent interest 
income increase, 14.8 total income in- 
crease, 16.8 assets increase, 8.5 dis- 
bursements decrease, 10.9 surplus in- 
crease. The assets are now $3,241,404. 
Its bonds are $1,413,132 or 43.6 of all 
the assets. 


FIDELITY MUTUAL 

Fidelity Mutual Life in 1942 increased 
its assets from $142,252,360 to $149,508,- 
547. Insurance in force was $390,473,- 
104, compared with $382,940,082. The 
company paid $10,322,881 to policyhold- 
ers and beneficiaries in 1942. Its U. S. 
bond holdings total $32,257,818, 21.58 
percent of assets. Reserves for taxes 
are $649,142. 


Olson Urges Looking for 
Insurable Values in Sale 
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eral agent, Eau Claire, Wis., selling the 
farmer; summary, A. H. Neil, assistant 
manager, eastern department, New 
York. 

Wednesday afternoon a general agents 
conference was held with Vice-president 
Slattengren as chairman. There also 
was a round table discussion with W. 
R. Goode as chairman. 

The speakers Thursday, with Presi- 
dent Olson as chairman were: J. H. 
Ehn, manager, Hartford, Conn.; T. A. 
Mosher, field assistant, home office, so- 
cial security determinator; P. B. Steel, 
general agent, Springfield, Mass., F. G. 
Schnieders, general agent, Milwaukee, 
using social security approach; Delmar 
Olson, attorney and nephew of E. A. OI- 


son, life insurance and the new taxes; 
C. P. Carlson, agent, Rockford, IIl., an- 
swering objections; S. B. Merchant, 
assistant director of agencies, market for 
business insurance; L. T. Wade, general 
agent, Kankakee, IIl., using business in- 
surance to build prestige; L. I. Lester, 
general agent, New York City, partner- 
ship and key-man insurance; summary, 
P. S. Nelson, manager, Minneapolis; 
closing remarke, Chairman Edwin A. 

Ison. 

Club officers are: Presidents— Henry 
Sundberg, Detroit, president; Samuel 
L. Kaplan, Hartford, vice-president; 
Cliflord Carlson, Rockford, Ill., secre- 
tary. Leaders—(i) Paul Chelgren, Eau 
Claire, Wis.; (2) Henry Sundberg; (3) 
S. L. Kaplan. Marathon—(1) G. H. 
Lentz; (2) Fred A. Hardy, Seattle; (3) 
Peter Choungen, Springfield, Mass. 
Leading agencies were: (1) Connecticut, 
J. H. Ehn; (2) New York, L. I. Lester; 
(3) home office, H. A. Newhart. 





Three General Agents Are 
Named by Union Life 


Three general agency appointments 
were announced by Union Life of Little 
Rock at Hot Springs, Ark., Tucson and 
Salt Lake City. After serving in vari- 
ous capacities with Union Life for 4% 
years, Fitzhugh Lee has been promoted 
to head the southwest Arkansas agency, 
with headquarters at 206 Medical Arts 
building, Hot Springs. He joined the 
company in 1938 as an agent. He be- 
came field conservation representative 
and more recently has been field super- 
visor. 

Joe C. Leigh, veteran agent, has been 
appointed general agent for southern 
Arizona, with principal offices at 317 
East Congress. Tucson. Associated with 
him will be Sam Franklin and J. C. Gal- 
lagher. 

John S. Cosgrave will manage the new 
Salt Lake City general agency. This is 
the first appointment announced since 
Union Life entered Utah Dec. 1. Mr. 
Cosgrave, formerly of Bevery Hills, 
Cal., will have A. A. Timpson associated 
with him. Permanent offices in Salt 


Research Bureau Will 
Direct Cleveland Congress 


CLEVELAND—The 1943 sales con- 
gress of the Cleveland Life Underwrit- 
ers Association will be held Feb. 27 
It will be an all-day session. ’ 

Cleveland will be one of six cities in 
which the Sales Research Bureau will 
conduct sales congresses in 1943. Dis- 
cussions will cover the life underwrit- 
er’s role today, present opportunities, 
today’s buyers, where and how insur- 
ance can be written under present con- 
ditions, today’s buyers, where and how 
insurance can be written under present 
conditions, effective sales presentations, 
and successful selling habits. 

Speakers will be John M. Holcombe, 
Jr., manager of the bureau, and L. W. 
S. Chapman, bureau agency manage- 
ment expert and editor of “Managers’ 
Magazine.” 





Nashem Chicago Manager 
of Acacia Mutual 


Leland ‘Nashem, representative of the 
Acacia Mutual Life home office who for 
several months has been in charge of 
the Chicago branch office, has been ap- 
pointed manager there. 

_He is a product of the Pacific Coast, 
his home city being Seattle, and at- 
tended University of Washington. He 
had experience in merchandising for 
five years, building two stores which 
he sold to become manager of a chain 
of 14 furniture stores in his home ‘state. 

About 12 years ago he became a life 
agent and at the end of his first year 
ranked 13th in the company among 
23,000 agents. He was named assistant 
manager. Five years ago Mr. Nashem 
joined Acacia as Seattle branch man- 
ager. The agency paid for about a mil- 
lion in his first year. In 1940 he was 
drafted to the home office as assistant 
to the vice-president. 








Lake City are located at 217 McIntyre 
building. 
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The Midland Mutual 


accepts business from 


outside agents on regu- 


lar annual premium Life 
and Endowment con- 
tracts. Age limits 15-65; 


Juvenile contracts from 


birth to age 14, nearest 


birthday. 


We solicit your inquiry 
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= 8 vote all of his time to pension trusts in Bloomington, the State Farm team Reed, managing director of Lon 
Advertising Heads but that it is also a mistake to ignore was victorious in all three games. The Life, has oa conned chairman. kena 
S id this potent sales weapon in these pros- return match will be held in Chicago in 
eeiiés Prepare Meeting perous times. — ee eee a ne tained by Wd: Senate Passes Guertin Bill 
I e Far am is captained by 
— for Next Month Alliance-State Farm Competition Carl Wetterston and Alfeace’, by INDIANAPOLIS — The Gue rtin 
: For several years bowling teams from G. L. Bechtold. —— has been passed by the Indiana 
‘s in Three panel discussions, one made up the home offices of Alliance Life and : ; ; : 
will of policyholders, one of advertising men State Farm companies of Bloomington, The Canadian Life Insurance Offi- Winte..Acet@ene a teeeny ‘ates 
Dis- of life companies and a third of agency IIl., have competed in a match series. cers Association has appointed a pub- 429 & Fourth St., Cincinnati, for plans 
writ. managers will be a feature of the eastern In the first three game match held lic relations committee, of which R. H. for increasing sales. 
ities, round table of the Life Insurance Ad- oe a ae og a 
sur- vertisers Association at the Hotel Penn- 
con- sylvania, New York, March 18-19. 
how “Selling Life Insurance in War 
sent Times” will be the topic of the agency 
ions, managers panel with Roger Bourland, 
Mutual Life, in the chair.. In addition, 
nbe, A. Scott Anderson, Equitable Life of 
W. Iowa, will speak on “The State of the 
age- Association.” Awards will also be made 
yers’ for the 1943 “Exhibits-by-Mail Compe- 
tition.” 
The second and third sessions on 
r March 19 will be devoted to “Life Insur- 
ance Advertising in War Times” with D. 
B. Slattery, National Life of Vermont, 
conducting, and “Life Insurance Public 
the Relations in War Times:” At the latter 
for meeting five policyholders will take part. e 
> of C. R. Noyes, Phoenix Mutual, will pre- 
ap. Side Z & € CCOV'aAS 
ast, = 
at. Begin Debate on 
2 
& | Beveridge Plan Smashed Same! 
= Proposals for extending British social 
life security as outlined by Sir William Bev- 
year eridge were introduced in the House of 
ong Commons this week. The first debates 
tant revealed the government as cautious and 
hem labor impatient for adoption in whole. 
1an- Observers now believe that more than 
mil- half the plan may be adopted. The 
was government, represented by Sir John 
tant Anderson, lord president of the council, 
accepts the whole plan in principle and 7 5 
agrees with the three broad assumptions % UP 6.3% over the previous year went % YES, to the’ Union Mutual, ninth 
a= of the plan: Maintenance of employ- oo M ls life i eae ‘ 
ryre ment, comprehensive medical service, the Union Mutuals iile insurance oldest life insurance company in the 


and government grants for children. 
However, the government’s first objec- 
tive is winning the war and Anderson 
suggested that a central committee be 
established under Arthur Greenwood, 
minister without portifolio, to nurse the 
plan through its infancy. Greenwood 
suggested the plan could come into op- 
eration in installments if necessary. An- 
derson said the government accepted the 
principle of compulsory state insurance 
and elimination of approved societies as 
recommended by Beveridge. 

The National Conference of Industrial 
Assurance Approved Societies has issued 
a memorandum criticizing Beveridge for 


sales in 1942—largest in any year in 


the Company’s history! 


t% OVER the one hundred million dol- 


lar mark went our total life insurance 


in force! 


% UP spectacularly over 1941 surged 


United States, the war year of 1942 


was an eventful one. 


% NOT so large, is the Union Mutual, 


but that for each man who left our 


ranks in 1942 to serve his country our 


entire organization feels a keen per- 


sonal loss. 


accident and health premium income 


% CARRY ON we shall, in a deter- 


; : STs . = - 24%? 
proposing their elimination and suggest- during 1942—an increase of 32.476! 


ing they be given administration of the 
scheme. 


Colonial Life Head to Retire 


E. J. Heppenheimer plans to retire 
as president of Colonial Life because 
of ill health. An official for 46 years, 
37 of them as president, he has been 
instrumental in building the company 
to its present size. Colonial has $142,- 
905,331 insurance in force and assets of 
more than $24,000,000. 


mined and aggressive manner, so that 
% UP to a new high went our surplus we will be proud to welcome them 
and voluntary reserve for contin- back to the Union Mutual when their 


gencies! heavy task is done. 
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Big Pension Trust Business 


_In contrast to the theory that pen- 
sion trust business is a field exclusively 
for the specialist, the Rudolph Recht 
agency of Northwestern Mutual Life in 
New York City, wound up 1942 with 
almost $2,000,000 of pension trust busi- 
ness on 18 separate trusts in which 12 
agents, or almost half of the active 
agents in the organization, participated. 
While the agency fully realizes that it 
is easy for agents’ financial hopes to 
be wrecked by too much pension trust 
work, the records show that even in the 
case of the few who worked on pension 
trusts without success it is doubtful , 
that they would have done any better 
for the year if they had not devoted 
the time to pension trusts. The 
agency’s attitude is that it is a big mis- 
take for even the advanced agent to de- 
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John Hancock General 
Agents Hold Spirited Parley 


John Hancock general agents held 
an all day meeting at the home office 
and were entertained at luncheon by 
President Guy W. Cox. 

Dwight Sayward, president of the 
general agents association, presided. 
On the program were J. Harry Wood, 
second vice-president; Byron K. Elli- 
ott, vice-president; Henry Stout, gen- 
eral agent at Dayton; H. W. Chatfield, 
manager of the pension trust and sal- 
ary savings division, and Harold G. 
Pratt, assistant general agent in New 
York. 

John Hancock general agencies in 
1942 had the biggest year in their his- 
tory and received 16 percent more or- 
dinary business in January, 1943, than 
in January, 1942, Mr. Wood reported. 
Production of full time agents in 1942 
was better than in any year but 1941, 
and this difference was due in part to 
the production of agents now in the 
armed services who accounted for $10,- 
000,000 in production in the 12 months 
before entering service. Individual pro- 
duction of new men in 1942 averaged 
twice as much as new recruits ac- 
counted for two years ago. 

“High taxes will force life insurance 
purchases,” Mr. Wood declared. “Peo- 
ple who in normal times could have 
planned to accumulate an estate for re- 
tirement purposes in other ways will 
have no_ choice but to do so now 
through life insurance.’ 

Life insurance, he said, is flexible 
enough to meet whatever changes may 
come. 

Manpower Situation 


Mr. Elliott discussed the manpower 
situation as it affects recruiting of 
agents. : 

Mr. Stout described the experience 
of his agency in writing group. 

“One of the principal advantages in 
selling mass forms,” he observed, “is 
that you have to contact the top men 
in the organization. In one group case 
in Dayton, the agent has written 43 
policies on employes who have seen 
that he can walk into the boss’s office 
easily. His prestige is such that they 
stop him and ask him about life insur- 
ance. ee 
“We have had two different inquiries 
on pension trusts from group policy- 
holders and in one firm oo the 


agent’s contact with the top man on 
group insurance, he has written busi- 
ness insurance of $225,000 on five 
executives.” 

Mr. Stout said in soliciting the busi- 
ness his agents refer to it as an “em- 
ploye’s insurance plan.” That often gets 
the interview off to a good start. 


Patience Is Required 


Mr. Chatfield said in pension cases, 
the agent must be willing to wait pa- 
tiently. Big deals are not closed over 
night. The agent must be willing to 
work hard and intelligently and to be- 
come familiar with the employer-em- 
ploye relations of the firm he is deal- 
ing with. 

He pointed out that the payroll sav- 
ing by retiring people who have be- 
come superannuated is often a large 
offset to the cost of a pension plan. He 
expressed the opinion that wherever 
possible the employe should contribute 
to the plan even with a clause stipulat- 
ing that in emergencies such as the 
present one, the employe contribution 
will be waived. 

A plan should contain a life insur- 
ance feature which can be included at 
comparatively small extra cost; also, an 
intelligent provision regarding termina- 
tion of employment before retirement. 

The man whose sole motivation is 
tax savings is not a good prospect. 
Most business men are interested in 
pension plans as a means of establish- 
ing favorable public relations. 

Mr. Pratt advised in soliciting pen- 
sion cases to talk plans, not costs in 
the beginning. Also, taking time to 
find the key man in an organization 
often saves a great deal of time later 
on. 

“Don’t ignore competition,” he said, 
“because it is always going to be there. 
Don’t feel sure of results until the case 
is actually closed. Don’t specialize on 
pensions and overlook the regular life 
insurance business.” ’ : 

Things to discuss are eligibility, 
benefits (does he want a money pur- 
chase plan with past service considera- 
tion? Does he want a graded scale? 
Are social security benefits to be fig- 
ured in or disregarded?); contributions, 
termination, normal retirement age, 
maximum amount the company will 
spend and employe data. 








More Than 1 200 ) Qualify for 
Conn. Mutual ‘Dependables’ 


The names of more than 200 Connec- 
ticut Mutual field men and women ap- 
pear on the list of those attaining mem- 
bership in its unique organization, the 

“Dependables,” in 1942. It has one basic 
and fundamental requisite for member- 
ship: That the agent establish a budget 
which will meet his financial require- 
ments, and that he then earn enough in 
Connecticut Mutual commissions to 
equal this budget. There were 39 that 
qualified for the first time in 1942. 

Forty-one of field force achieved mem- 
bership in the “Four Club” in 1942. 
Membership in this club is open to those 
who pay for four or more cases a month, 
at least ten times during the year. 








Two More Actuaries for Tenn. 


NASHVILLE—The only life insur- 
ance bill which passed the Tennessee 
legislature before it adjourned author- 
izes Commissioner McCormack to em- 
ploy two actuaries to compute the net 
value of outstanding policies of life com- 
No _ additional 


panies and _fraternals. 
charges will be made against the compa- 
nies paying regular fees. Governor 


Cooper has signed it. 


F. J. O’Brien, director of sales pro- 
motion of Franklin Life, spoke to the 
Industrial Publishers Association of St. 
Louis on “Company Publications.” 


Cut Rates, Raise Limits 
on Merchant Seaman Cover 


The premium rate on life insurance 
for merchant seamen has been reduced 
and the maximum limits of coverage 
have been increased by the War Ship- 
ping Administration. Heretofore the in- 
surance has been issued in limits of 
$1,000 to $5,000 at a rate of $10 per 
$1,000 per month. Now seamen may 
purchase up to $15,000 of insurance at 
a rate of $7.50 per $1,000 per month. 
The insurance covers loss of life only. 





Harrisburg Man Sets 
High Goal and Reaches It 





E. R. Eckenrode of Harrisburg, as- 
sociate general agent at Harrisburg, 
Pa., for Penn Mutual, last November 
made a contract with himself to sell 
$10,000 of life insurance during the suc- 
ceeding three months for every year 
that he had lived. The other day 
marked his 61st birthday and his total 
production for the quarter. was $623,- 
216. The insurance was on 34 lives. 
His smallest policy sold was for $5,000 
and the largest $150,000. 

Mr. Eckenrode is a former member 
of the Million Dollar Round Table. 
He went from 'Gettysburg, Pa., to Har- 
risburg in 1914 and joined Penn Mu- 





tual as a personal producer. Two years 
later he was appointed general agent 
and in 1938 he returned to personal 
production although retaining the title 
of associate general agent. 





Hear Ky. Tax Case Appeal 


FRANKFORT, KY.—Right of the 
state of Kentucky to collect $7,500 an- 
nual taxes on the Sun Life of Canada’s 
$1,500,000 deposit in this state was ar- 
gued before the court of appeals. 

The suit for tax of 50 cents per $100, 
running back to 1929, and now with in- 
terest amounting to more than $100,000, 
was filed by State Tax Collectors .- 
Smith and J. J. Leary. Leary told the 
appeals court the deposit had acquired 
what he termed a “business situs” in 
this state and therefore was taxable, like 
any other property in Kentucky. 

William Marshall Bullitt, Louisville, 
counsel for the company, contended that 
Kentucky law. specifically fixed the 

“situs” or location of such property as 
at the home office of the corporation. 





Appeals to U. S. Supreme Court 


WASHINGTON, D. C—A petition 
to permit Fidelity Assurance of West 
Virginia to reorganize under the fed- 
eral bankruptcy act instead of going 
through state receiverships was filed 








Jumbo Risk Deaths Boost 
Nov.-Dec. Mortality 


NEW YORK — The abnor- 
mally high mortality experienced 
by a number of companies in No- 
vember and December appears 
to have been due to the fact that 
deaths of several heavily insured 
policyholders ha ed to be 
closely bunched. e is no in- 
dication that these deaths were 
any more than a chance fluctua- 
tion in the excellent mortality 
record that characterized 1942. 
Deaths due to the war have had 
virtually no effect on company 
mortality rates thus far. 








with the U. S. Supreme Court. A sim- 
ilar petition was dismissed by the fed- 
eral circuit court of appeals at Rich- 
mond, Petitioners held that Fidelity is 
an investment and not an insurance 
company so that it is entitled to re- 
organization under federal laws. J. F. 
Davis, solicitor Federal Securities Com- 
mission, supported this stand. Attor- 
neys from West Virginia, Maryland, 
Wisconsin and Missouri opposed the 
petition. 





Total Resources 


planned path of progress. 





Planned Progress 


We held our annual stockholders meeting Tuesday, Feb. 9 and 
it was a pleasure to report the following results of 1942 operations: 


(An increase of $2,302,184.59) 


Surplus to Policyholders 
(An increase of $226,605.44) 


Insurance in Force. . . 
(An increase of $14,878,404.00—Percentage of Gain 8.1%) 


For Every $1.00 of Liabilities $1.125 of Assets 


Thus Commonwealth Life continues its certain way along a 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 





....$ 27,055,736.09 


.$ 3,000,000.00 


....$198,585,844.00 
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New Life Production Falls 
Off 39.99%, in January 


A 39.9 percent drop in new life in- 
surance in January below the volume 
in January, 1942, was reported by the 
Life Presidents Association. This con- 
dition is not so bad as it appears since 
the January, 1942, total was unusually 
high, representing 66.8 percent increase 
over January, 1941. 

New paid-for business—not including 
revivals, increases or dividend addi- 
tions—of 39 U. S. companies having 81 
percent of legal reserve life insurance 
outstanding in all U. S. companies 
last month was $576,482,000, against 
$959,393,000 in January, 1942. Ordinary 
totaled $378,737,000, against $790,497,- 
000, decrease 52.1 percent; industrial 
$103,873,000, against $119,820,000, de- 
crease 13.3 percent; group, $93,872,000, 
against $49,076,000, increase 91.3  per- 
cent. 


600 Attend Testimonial 
to Commissioner Neel, Pa. 


More than 600 insurance and real es- 
tate people attended the banquet and re- 
ception for Gregg L. Neel, new Penns- 
sylvania insurance commissioner, at 
Pittsburgh Monday. 

Mr. Neel pledged cooperation to the 
insurance business and promised to give 
full consideration to proper qualification 
of agents. 

Jay N. Jamison, president of the In- 
surance Federation of Pennsylvania and 
executive vice-president of Reliance Life, 
celebrated his 60th birthday the night of 
the testimoniay, and a special number by 
the National Union Fire choral group 
was dedicated to him. 





Corcoran Dined 


ST. PAUL—William Corcoran of 
S. H. & Lee Wolfe, New York actu- 
aries, attended a dinner given by Com- 
missioner Johnson of Minnesota for 
members of the two insurance commit- 
tees of the Minnesota legislature. Bills 
now before the legislature designed to 
bring about the adoption of the Guertin 
plan were explained to legislators. 





All-States Life Promotions 


All-States Life of Montgomery, Ala., 
has appointed L. E. Jennings of In- 
dianapolis as assistant secretary and 
manager of the weekly income depart- 
ment and C. M. Collins, field represen- 
tative at Tuscaloosa for 12 years, as 
agency supervisor. The company has 
now passed the $40,000,000 mark in in- 
surance in force. 





Discuss Soldiers Relief 


The San Antonio Life Managers 
Club heard an analysis of the sources 
of business by C. L. Ives, Retail Credit 
Company. 

A round table discussion of the sail- 
ors and soldiers relief act developed 
that many are under the impression 
when first informed of the provisions of 
the act that they are getting something 
free. The consensus was that where 
men entering the service are earning 
enough to meet the payments on their 
insurance the allotment plan is best. 

O. Sam Cummings, Kansas City Life, 
Dallas, past president of the National 
Association of Life Underwriters, was 
a guest. 





Guertin Measure in Minnesota 


ST. PAUL, MINN.—Three bills de- 
signed to pave the way for the adoption 
of the Guertin plan in Minnesota have 
been introduced in both houses of the 
Minnesota legislature. 





A. H. Thomson to Youngstown 


Andrew H. Thomson has been ap- 
Pointed agency director for New York 
Life at Youngstown, O. Mr. Thomson 
joined New York Life in 1931 as a 
clerk in Butte, Mont. Later he went 


into the field as an agent in Boise, 
Idaho. 

He was appointed agency organizer 
and was transferred from Salt Lake 
City to Pittsburgh in October, 1941. He 
succeeds Edwin D. McGwire, who has 
been transferred to the Newark, N. J., 
office. 





Henry G. Mosler of Los Angeles, 
commander in the navy and former 
chairman of the Million Dollar Round 
Table, now is executive officer at the Se- 
attle naval post, Seattle, Wash. 


CONVENTION DATES 


Feb. 22, Illinois Fraternal Congress, 
Chicago, Morrison Hotel. 

March 25-26, National Association of 
Life Underwriters, mid-year meeting, 
Kansas City, Hotel President. 

Mar. 31-Apr. 1—Association of Life 
Insurance Counsel, Waldorf Astoria, New 
York City. 

Apr. 22-23—Insurance Accounting & 
Statistical Association, Edgewater Beach 
Hotel, Chicago. 

June 3-4, Health & Accident Under- 
writers Conference, Chicago, Edgewater 
Beach Hotel. 

June 3-4, American Institute of Actu- 
aries, Chicago, Edgewater Beach Hotel. 





“Missing in Action” 
Pamphlet Useful 
to Man in Uniform 


The Diamond Life Bulletins of THE 
NATIONAL UNDERWRITER has prepared a 
24-page pamphlet entitled “Missing in 
Action,” setting forth in convenient 
style facts that the man in uniform 
should know about continuance of pay 
when reported as missing in action, in- 
terned or captured, continuance of al- 
lotments, supposition of death, death 
gratuities, service paid to a captured 
man, organizations that give assistance 
to dependents. It also gives advice on 
things to do about National Service 
Life Insurance and about life insurance 
in private companies. There is advice 
as to the execution of power of attor- 
ney over life insurance. The type is 
large and it is a most useful and con- 
venient publication. It is easy to mail. 
They may be ordered from The Dia- 
mond Life Bulletins, 420 East Fourth 
street, Cincinnati. 








Conn. Mutual Uses 
Night Machine Crew 


Part of Connecticut Mutual’s 
battery of tabulating machines on 
which policyholders’ reserves and 
dividends, mortality and other 
statistical information are cal- 
culated have been released to the 
government. In order to main- 
tain service to policyholders it 
has become necessary to keep the 
hines in the home 


night, and night shift of regular 
operators now is on duty from 
midnight to 8 a.m. 








H. V. M. Higgins, administrative as- 
sistant to H. W. Kennedy, executive di- 
rector of the Los Angeles County De- 
fense Council addressed the Life 
Agency Cashiers Association of Los 
Angeles Feb. 18 on “Civilian Defense.” 

The Life Underwriters Association of 
Los Angeles has 47 of its members in 
service. 








ANOTHER YEAR 


OF 


SERVICE AND PROGRESS 


During 1942, our representatives, in spite of wartime difficulties and enlistments, 
continued to render the essential service of life insurance to the nation. We are as 
roud of their achievements as we are of the vital contribution that life insurance 
is making to wartime economy. 


The Dominion Life provides security for thousands of families; invests millions 
in War Bonds; encourages savings which tend to check inflation; contributes to 
the stabilization of the national economy with i pag to policyholders and 
beneficiaries, and safeguards savings which wi 


a hedge against post-war 





emergencies. 
It is very gratifying to look back over the year just past—a year of service and 
progress. 
A copy of our Annual Report may be obtained at any of our Branch Offices. 
3 


STANDING OF THE COMPANY AT THE END OF 1942 





BUSINESS IN FORCE - - 7 
NEW BUSINESS PLACED - - 


PAYMENTS TO a 
AND BENEFICIARIES’ - - 


TOTAL ASSETS - - - ~ 





DETROIT 


F. W. SIMPSON 
Branch Manager 
1766 Penobscot Bldg. 














LANSING 


ROY G. NOWLIN 
Branch Manager 
800-801 Olds Tower Bldg. 





J. R. KING & ASSOCIATES 


$211,286,275 
$ 26,656,201 





$ 3,247,892 
$ 52,538,411 








PITTSBURGH 


808-9 Park Bldg. 
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INSURANCE MEN IN ARMED SERVICES 





Enters Navy Service 








JACK R. 


MORRIS 


Jack R. Morris, director of sales pro- 
motion of Business Men’s Assurance, 
left last week for Tucson, Ariz., to 
receive his preliminary training before 
being commissioned a lieutenant in the 
navy. He is secretary of the Life Ad- 
vertisers Association. 





Ben Wilkinson, district agent of 
Great Northern Life at Cushing, Okla., 
now is a first lieutenant at Camp Cole- 
man, Tex., where he is serving as a 
flying instructor. Mrs. Wilkinson is 
continuing his business for the duration. 

Robert E. Cresley, head of the pol- 
icyholders’ service department of Coun- 
try Life and secretary-treasurer of the 
Chicago Home Office Life Underwrit- 
ers Association, entered the army Feb. 
16. He volunteered for officers candi- 
date school. 

H. B. Knaggs, one of the leading 
agents of the A. C. Utter agency of New 
England Mutual Life, Detroit, and past 
president of Qualified Life Underwriters, 
has been appointed a lieutenant in the 
naval air force and left for the pre- 
flight training school at Iowa City. 

Four members of the G. E. Lackey 
agency of Massachusetts Mutual Life, 
Detroit, have entered the military serv- 
ice. They are Maj. W. W. Cassell, Jr., 
Lieut. L. L. Boyer, Jr., Sergt. D. F Lau 
and D. S. Busch, naval intelligence. 

William S. Tiffany, Jr., a private in 
the marine corps, has been reported 
safely peiseett overseas. He is a son 
of William S. Tiffany of Scranton, Pa.. 
manager of Prudential (ordinary) in 
eastern Pennsylvania and president of 


the Pennsylvania Association of Life 
Underwriters. 

Irving Wolf, assistant manager of the 
Heifetz agency of Mutual Life of New 
York in Chicago, and connected with 
that office for five years, now is in the 
quartermaster corps at Camp Bland- 
ing, Fla. 


Pink Warns Not to Assume 
Too Much Social Security 


Before providing new social security 
benefits, the base for present benefits 
should be broadened to include those 
groups not now covered by the act, L. 
H. Pink, president of Associated Hospi- 
tal Service, New York, told the Kings 
County Medical Society. 

Pointing out that rapid enlargement 
of social benefits cannot be soundly 
based on a war economy, he said a 10 
percent additional payroll levy is a real 
burden and cannot be imposed upon ex- 
isting high taxes and still higher taxes 
to come unless future earning capacity is 
able to carry it. With the large post- 
war tax burden and 10,000,000 men and 
women seeking new jobs, Mr. Pink said 
there must be considerable dislocation of 
the economic system and only as much 
additional social security as can be paid 
for after the war without seriously re- 
ducing living standards should be bought 
now. 


Johnson Is Mutual Life 
Manager at Indianapolis 


Grant O. Q. Johnson of Omaha has 
been appointed manager of Mutual Life 
of New York at Indianapolis. He suc- 
ceeds G. R. Douglass, resigned. 

Mr. Johnson joined the Mutual Life 
in 1921 and in 1930 was appointed dis- 
trict manager at Hastings, Neb. In 
1938 he was transferred to Omaha as 
agency organizer. He has many times 
been a member or associate member of 
Mutual Life’s National Field Club. 





Don’t search, don’t write, don’t phone 
for brokerage ‘questions. Save time and 
money, get “Who Writes What?” the 
book with answers. $2.50. Order from 
National Underwriter. 





Sees annie i” 
Southwestern Agents 


The Southwestern Life of Dal- 
las has gotten out a bulletin show- 
ing that the average income of its 
agents last year including part and 
full time was $3,597. Most of the 
salesmen are on a full time basis. 
This income certainly is very 
gratifying and will rank undoubt- 
edly with the best paying positions 
in other lines. 








Deaths Among Policyholders in 


Armed Forces in 1942 





Killed 
in Other Total 
Action Causes Paid 

Mie TALG: . 6 s:0iaiiwn e's 109 285 $413,313 
Amicable Life ...... 5 14 eae 
3ankers Mutual..... 2 0 331 
The Canada Life’... 4 4 24,277 
Central Life, Il.. 1 3 3,141 
Central Life, Ia...: 6 3 17,079 
Columbian Nat. L ife 6 33,000 
Connecticut General. 85 16 283,756 
Equitable Society....195 172 1,129,474 
Home Life, N. Y.... 7 0 25,091 
Imperial L ife,  & an... 82 2 117,052 
Interstate L. & Acc.. 19 Mee 4,810 
John Hancock Mu.?..241 340 557,961 
Kansas City Life.... 31 7 71,748 
Liberty Life, S. C.... 16 12 17,585 
Life & Cas., Tenn.... 38 44 28,384 
Life of Virginia..... 79 13 109,189 
Maccabees .......... 26 7 Soe 
Mass. Mutual Life.. 58 45 581,574 
Mutual Life, N. Y... 56 98 325,886 
National Guardian... 2 <a 1,472 


Killed 
in Other Total 
Action Causes’ Paid 
Natl. Public Service. 0 1 2,780 
Neighbors of Wood... 1 ; 500 
Northern Life, Wash. 14 3 25,704 
Northwestern Mu. L.. 38 129 621,942 
Pacific Northwest.... 1 953 
Peninsular Life .... 15 1 6,836 
Pennsylvania Mutual 1 6 365 
Polish Ro. Cath. Un. 10 1 7,900 
Phoenix Mutual Life 20 12 119,638 
Policyholder’s Nat’l.. 4 1 14,627 
Pub. Ser. Life, Wash. 1 0 3,293 
Reserve Lo. Life, Tex. 14 ae 5,679 
Southland Life...... 18 3 27,505 
Southwestern Life... 31 32 169,663 
Standard Life, Pa... .. 1 1,500 
Union Central Life... 15 5 71,165 
United Services, D. C. 27 4 177,341 
Name withheld ..... 29 54 452,642 


10. S. business. 
*Excludes merchant marine. 














The Rewards Are: Great 


This scene has its counterpart in many homes, 
thanks to life insurance agents and the protection 
they offer. 


The children are married and in their own 
homes, and father has retired, but he and mother 
live on in the old place, content and well pro- 
vided for. 


You see, dad listened years ago when an earnest 
agent pictured dependent old age to him, and 
now, because of his foresight, he has a perma- 
nent income that makes him independent of 
others. 


The conscientious agent finds his greatest 
reward in the good he has done for others. 
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Manpower Edict Puts 
Damper on Sales 





(CONTINUED FROM PAGE 1) 


ter much which way the axe falls, but 
until it does, agents, and everyone for 
that matter, cannot proceed in an orderly 
and constructive way. 

Life insurance men have scanned the 
reported utterances of War Manpower 
Chairman McNutt and Maj. Gen. Her- 
shey for anything that might throw 
light on the status of men under 38 
with dependents but nothing has yet 
appeared that is definite enough to war- 
rant either a view that such men will 
be permitted to continue undisturbed in 
their present jobs or that they will have 
to shift to some activity more directly 
in line with the war effort. 

War work is obviously viewed as a 
good deal broader field than making 
munitions and tanks, for General Her- 
shey mentioned that “workers in war 
jobs’ must maintain “essential public 
services,” and also must “do everything 
necessary to make our fighting forces 
invincible on the battlefronts and our 
nation healthy and efficient on the 
home front.’ He mentioned a number 
of other categories but it would seem 
as if life insurance would have to qual- 
ify on one of/the two quoted if it is to 
be regarded as a war industry under 
General Hershey’s definition. 


EFFECTS IN CHICAGO 








Announcements by Washington of- 
ficials which scare prospects and agents 
are having a serious effect on life in- 
surance sales in Chicago, according to 
a number of leading agencies, and the 
reaction probably is nation-wide. The 
chart of sales seems to parallel the 
“work or fight” and similar ultimatums. 

Production started off well in Janu- 
ary and the life men in Chicago were 
very optimistic. There was a definite 
upward trend in sales, with a substantial 
number of large cases closed. Then 
came a magazine article by Harry Hop- 
kins and the flat manpower statements 
by Paul V. McNutt, manpower commis- 
sioner, and Major General Hershey, in 
charge of selective service. The bottom 
dropped out of the life insurance business 
in Chicago immediately thereafter, a 
survey of agencies shows, and business 
generally is way off and the agencies and 
individual agents are somewhat discour- 
aged. 

The “work or fight” edict, a number 
of general agents and managers feel, is 
a good illustration of how serious can 
be the effect on business of federal direc- 
tive or proclamation. The first and 
most obvious effect of this ultimatum 
was that many agents visited the U. S. 
Employment Service and sought jobs in 
war plants because they feared life in- 
surance selling might be held to be a 
non-essential occupation. Other agents 
discussed this vital question with each 
other and their agency managers. It 
was uppermost in their minds. 

The edict affected them in another 
way as well. Many prospects who had 
been on the point of closing received the 
same shock as did the life agents when 
they read the McNutt statement or 
heard it on the radio. Their future 
seemed uncertain and they were deterred 
from making any long term commit- 
ments calling for cash outlay. 

Agency heads feel that various other 
federal announcements, such as _ ration- 








N. J. Assembly Votes 
Prudential Mutualization 


The four bills introduced by As- 
semblyman Orben of Newark to 
carry out complete mutualization 
of the Prudential, were approved 
this week by the New Jersey as- 
sembly, and are now ready for 
senate action. The first measure 
clarifies the law putting legal title 
to assets in mutual companies, the 
second permits policyholders as 
well as stockholders to amend 
company charters, the third per- 
mits policyholders to nominate 
their own candidates for member- 
ship on the board of directors and 
the fourth provides those ap- 
pointed to the board by the state 
chancellor shall continue in office 
until they have been renamed or 
their successors are appointed. 
The senate will act on the four 
bills March 8. 








ing of cars, gasoline and tires, have had 
their effect on life insurance sales and 
future announcements probably also will 
show reactions. This is only natural, 
for all business in the country is being 
affected by the various factors involved 
in the war and life insurance can be no 
exception. Agency heads in Chicago 
hope the public officials will not sensa- 
tionalize their future announcements nor 
give them a significance far above their 
actual effect. 

It is important, the agency heads say, 
that agency leaders understand what is 
causing *the fluctuation in sales so that 
they can meet the situation effectively. 
They should study these various ques- 
tions as they arise, find logical, reasonable 
answers and present them to their agen- 
cy staffs so as to dispel any hysteria or 
depressing effects. The problem resolves 
itself into maintaining a high level of 
mental attitude, with optimism and con- 
fidence in the government and its dis- 
position to treat all men justly. 





Line Up Program for St. 
Louis Sales Congress 


ST. LOUIS—The Life Underwriters 
Association of St. Louis has announced 
the details of the Victory sales congress 
to be held here. John T. Murphy 
will be chairman of the morning session 
and Glen McTaggart the afternoon. 

A business insurance panel will open 
the congress. Joseph T. Peterson will 
be chairman, and Stratford Lee Morton, 
Lawrence H. Stern and Ray E. Flint 
will participate. Earl R. Reinke will 
present “Visual Aids in Selling.” 

“Life Insurance in Wartime” is the 
subject of a talk by Abner Thorp, Jr., 
editor “Diamond Life Bulletins,” that 
will close the morning session. 

The afternoon program will open 
with a skit prepared by Dick Oliver 
and Adam Rosenthal, “Quiet Please, 
You’re Dead,” with the characters 
played as follows: Husband, Ralph W. 
Fischer; wife, Dorothy Bardwell, and 
agent, W. Stanley Stuart. Other talks 
will be “Life Insurance Tomorrow,” 
Gale F. Johnston, third vice-president 
Metropolitan Life, and “Gearing Our 
Business to Victory,” Grant Taggart, 
president National association. Attend- 
ance fee for the congress is $1.50 for 
members and non-members. 


Equitable, Ia., Continues Scale 
Equitable Life of Iowa will continue 
its policy dividend scale in 1943. 





new district agents. 
Substantial salary and expenses. 





EXCEPTIONAL OPPORTUNITY FOR 
STATE SUPERVISOR 


A strong Mid-Western life insurance company, writing life (including 
juvenile and sub-standard), accident, hospitalization and disability insur- 
ance, has opening for state supervisor in Michigan. 

Applicant must have excellent record as personal producer; must have 
no objection to travelling. Duties primarily involve recruiting and training 


Replies will be held confidential. 
Reply Box R-38, National Underwriter, 175 W. Jackson Blvd., Chicago, Ill. 








HAD ALL HE NEEDED 


A Fidelity manager writes: ‘“Clean- 
ing up some old files I ran across a 
case I hate to destroy. This man be- 
came my friend as well as my policy- 
holder. He died recently leaving a 
substantial amount of insurance. At 
his widow's request I handled all of it 


for her. 


“Here is an old letter telling me he 
had all the insurance he needed. Here 
is the Lead card answering a later 
mailing. Here are the data sheets made 
when I called. Here are the forms on 


the policies I sold then and later. 


“Here is the letter from his widow 
asking me to help close up his affairs 
and the correspondence about his in- 
surance. Truly the Lead Service gets 
the credit for this business over the 
years as well as the friendship which 
grew from it. New men in the business 
should understand what the Fidelity 


Lead Service can do for them.” 


Fidelity Lead Service has been 
creating profitable business opportun- 
ities for its agents for twenty-seven 
years and has placed millions of dol- 
lars of business on the books to their 


credit. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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Comprehensive Committee Needed 


The Beveridge report in England 
making recommendations as to a fuller 
program of social security has been 
commented upon freely fin this country, 
has been cussed and discussed, has been 
the subject of much debate and yet 
there has been no crystallization of 
opinion here as to what course was the 
best to pursue especially from the in- 
surance standpoint. A large majority 
of insurance people have not made up 
their minds as to the proper road to 
follow. 

At the conference in Chicago under 
the auspices of the Insurance Economics 
Society, a recommendation was made 
that seems to us to be highly advisable. 

In view of the fact that there is such 
a wide difference of opinion among the 
insurance people themselves and inas- 
much as insurance itself would be 
volved in changes of great moment in 
its economic structure, it was recom- 
mended that an insurance committee on 
social security be formed to make a 
thorough study of all forms of security 
for individuals involving not only in- 
surance plans covering the hazards of 
their lives and health, but a study of a 
practical program of public assistance 
for the needy, rehabilitation for the 
disabled, the extension of public health 


in- 


service and other related fields touch- 
ing on human security. 

It occurs to us that this is the wise 
method to follow in an endeavor to 
formulate some platform on which all 
insurance people can stand. A _ study 
should be made of our present facili- 
ties for meeting the needs of the under- 
privileged. It would enable a commit- 
tee to ascertain where this country is 
weak, probably in its social security as- 
pects. The committee could delve into 
the subject of how far the government 
could or can go in alleviating the causes 
that lead to social security claims such 
as unemployment, total and permanent 
disability, temporary disability, old age 
pensions, funeral benefits, etc. 

Certainly there is no one now who 
can speak for the insurance industry of- 
ficially. There is an opportunity for a 
country like the United States to lead 
the way along constructive lines. We 
are not at the point where we desire to 
be treated as children and wards of the 
government and yet some of the un- 
fortunate classes must be so treated. 

We hope that this committee will be 
appointed and that a thorough and com- 
prehensive study of the subject can be 
made. Here is an opportunity to per- 
form a great public service. 


Giving Words a New Slant 


Harold R. Gordon, executive secre- 
tary of the Health & Accident Under- 
writers Conference, in a talk made 
some observations of an essay written 
by Stuart Chase, economist and writer, 
who emphasized the value of a closer 
study of semantics. Mr. Chase opined 
that the great majority of readers 
formed their opinions ofttimes from 
words that propagandists use. Politi- 
Cians and bureaucrats are masters in 
the choice of words that will charm the 
savage breast and win friends. 

Mr. Gordon gave it as his opinion 
that insurance should change some of 
its nomenclature and offset the influ- 


ence of those that are endeavoring to 
lure the public away from the main 
path. For instance, he suggested that 
we do not refer to what we term 
frivate insurance as such but call it 
voluntary insurance in its contradistinc- 
tion to government insurance. Then 
he said that when the word government 
insurance was used the term “govern- 
ment compulsory insurance” should be 
adopted. Government insurance benefits 
with compulsory aspects and giving 
benefits should be referred to as doles. In 
this way a graphic word or phrase is 
placed before the public. Insurance 
might well revise some trade terms. 


Quality, Not Quantity, Counts 


These are the days when the legisla- 
tive gristmills are working overtime. 
Many legislators have the opinion that 
they are not accomplishing anything un- 
less they introduce some sort of a bill 
or bills. This thought has encouraged 
the introduction of multiplicity of bills of 
all kinds, many of them insignificant and 
useless. They clog up the machinery. 
They slow down the working of the leg- 


islature. A wise legislator is concerned 
with seeing only statutes enacted that 
are beneficial to the public. 

Governor Ford of Montana in his mes- 
sage to the legislature of that state, 
spoke wisely when he said: 

“The saying may be trite, but it is 
worth saying again and again, that no 
legislative body may be judged by the 
volume of acts which it turns out during 


x 





a session. It is eitins possible that a 
dozen laws, grounded in wisdom and 
equity and simple justice, may win 
greater acclaim from the people than 


hundreds of measures passed without 
due thought and with too little delibera- 
tion.” It is unfortunate that more state 
executives do not strike the same note. 








PERSONAL SIDE OF THE BUSINESS — 





E. W. Amos, for several years man- 
ager of the accident and health depart- 
ment of California-Western States Life 
at the home office and more recently its 
manager in Salt Lake City, has resigned 
to go with the Pollock-Stockton Ship- 
building Company, Stockton, Cal., as an 
outfitting engineer. During the last 
war Mr. Amos was an officer in the 
navy. 

Alexander E. Patterson, executive 
vice-president Mutual Life of New York, 
lias been elected a director of the New 


York chapter of the American Red 
Cross. 
W. H. Webb, cashier in the Newark 


agency of Mutual Life, will start his 
40th year with that company March 1. 
He has just been elected vice-president 
of the Life Agency Cashiers Association 
ef Newark. 

Jeff Hanna, assistant manager of Pru- 
dential in Richmond, has been appointed 
price advisory officer of the Henrico 
county war price and rationing board. 

President T. W. Appleby of Ohio Na- 
tional Life, accompanied by Mrs. Ap- 
pleby, has been in southern California 
on a trip which was for business and 
pleasure purposes. They visited San 
Francisco before going to Los «Angeles. 


Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, who is now at St. Luke’s hos- 
pital in Cedar Rapids, Ia., his old home, 
is confined to his bed and no visitors 
are allowed to see him, although Asso- 
ciate General Counsel R. H. Kastner 
went to Cedar Rapids and had a brief 
talk with him. Colonel Robbins is 
forced to remain very quiet on account 
of his heart condition. Oxygen is used 
at times as a heart easement. 

W. C. Schuppel, new president of 
Oregon Mutual Life, has been the ex- 
ecutive operations officer since 1930. 
He is basically a production man so 
even though general executive duties 
and responsibilities will demand a great 
part of his time, he will keep in close 
contact with the agency department. 
Mr. Schuppel was one of the sponsors 
and active workers in the mutualization 
of the company in 1929. He has served 
as vice-chairman and director of the 
Sales Research Bureau in addition to 
being president of the American Life 
Convention and a director of the Insti- 
tute of Life Insurance. 

Olin F. Fulmer, manager at Savan- 
nah, Ga., for Mutual Life, has been ap- 
pointed Chatham county chairman of 
the war bond sales campaign. He is 
president of the Savannah chamber of 
commerce. 

Claude A. Bradshaw, district man- 
ager for Mutual Life, has been elected 
president of the Stillwater, Okla., 
chamber of commerce. 


Genevieve F. Macliver, agent of 
Equitable Society in San Francisco, is 
new president of the Business & Pro- 
fessional Women’s Club of San Fran- 
cisco. She has been prominent in the 


San Francisco Life Underwriters Asso- 
ciation, serving as chairman of the 
women’s committee and last year was 
secretary-treasurer. 

Ward Phelps, consultant with the 
Sales Research Bureau, and Mrs. Phelps 
are parents of a son, their fourth child, 
born Feb. 9 at the Hartford hospital. 
The baby has been named Thomas 
William Hamilton. 

C. W. Cammack, Sr., celebrated his 
51st anniversary with John Hancock 
Mutual Life at Huntington, W. Va. He 
has been general agent at Huntington 
since 1917. He retired from general 
agency work in 1942 and was succeeded 
by his two sons, Howard H. and C. 
V., Jr.. who combined the Huntington 
and Charleston general agencies with 
headquarters at Charleston. Mr. Cam- 
mack, Sr., is still active in personal 
production at Huntington. 

J. Harold Sharpe, general agent of 
General American Life at Fort Worth 
and president of the Texas Association 
of Life Underwriters, personally led the 
entire company in January in paid pre- 
miums. 

L. H. Kaufman, general agent of IIli- 
nois Bankers Life in Wichita, has com- 


pleted his 447th consecutive “App a 
Week.” 
Thomas M._ Scott, Philadelphia, 


premier producer of the Penn Mutual 
Life and past chairman of the Million 
Dollar Round Table, has been ap- 
pointed chairman of the life insurance 
section of the Salvation Army mainte- 
nance fund appeal there. 

Edward E. Rhodes, vice-president of 
Mutual Benefit Life, will celebrate his 
75th birthday Feb. 21. He entered the 
service of the company in 1886, making 
57 years of continuous service. 

W. H. Putney, president of Midwest 
Life, and J. Kinsinger, general 
counsel, have been retained as directors 
of the Lincoln (Neb.) community chest. 


Mr. Kinsinger was head of the chest 
in 1942, when a record amount was 
raised. 


Joseph S. Weeks, cashier of the Mil- 
waukee office of Equitable Society, was 
honored at a testimonial dinner by as- 
sociates and district agents throughout 
the state. E. L. Carson, agency man- 
ager, presented Mr. Weeks a 25-year 
service plaque. 





DEATHS 


Great Southern Official 
Called by Death Was 
Prominent as Actuary 


J. C. Cameron, vice-president and ac- 
tuary of the Great Southern Life, died 
in Houston following a short illness. He 
had only recently completed 30 years 
service with Great Southern. 

He was born in Edinburgh, 
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“Tll keep him saying to the insurance 
right time, you strike.” 





the birthplace of modern actuarial prac- 
tice, and completed his formal educa- 
tion at the University of Edinburgh, 
where he took his master of arts de- 
gree in mathematics in 1900. His first 
job was with Caledonian of that city, 
where he spent two years as actuarial 
clerk. From there he went to the Scot- 
tish Metropolitan where he remained 
until 1910 as chief actuarial clerk. 


Decides to Locate in U. S. 


Deciding that this country offered 
more opportunity to an ambitious young 
man, he went to Houston as actuary for 
the Great Southern. Incidentally, his 
younger brother, who was also trained 
as an actuary, is now general manager 
of Caledonian. 

In his earlier days in this country, 
he did a great deal of work as consulting 
actuary and laid the groundwork for 
several: pension and annuity groups in 
large industrial concerns. However, the 
increasing size of Great Southern gradu- 
ally demanded his full time service. In 
1$16 he was named secretary. In 1919 
he was elected director and became vice- 
president and actuary. 

He was a member of the Scettish 
Faculty of Actuaries, a fellow of the 
American Institute of Actuaries and as- 
scciate of the Actuarial Society of 
America. He was active in the Ameri- 


can associations, and served on several 
committees investigating various actu- 
arial questions, He was until recently a 
member of the board of governors of the 
American Institute. 


Marvin S. Herndon, 64, died at a Bir- 
mingham hospital after a brief illness. 
He was with Metropolitan Life 41 years, 
serving 35 years as manager in several 
cities, including Birmingham and Savan- 
nah, Ga. He retired in January, 1942. 

Kenneth W. Lafferty, 37, died unex- 
pectedly in North Platte, Neb. For 15 
years with Kansas City Life, a part of 
that time as general agent in Washing- 
ton, he was regional administrative of- 
ficer of the Office of Defense Transpor- 
tation at the time of his death, working 
out of Kansas City. 

Robert T. Smith, 52, a division man- 
ager at the central office of Metropoli- 
tan Life, died from a heart attack 
while attending a club meeting in 
Brooklyn, where he lived. His entire 
business career was spent with Metro- 
politan Life where he started when he 
was 22. He was active in Catholic lay 
activities. 

Willard K. Bush, former manager of 
the Michigan state agency of Ohio 
State Life, died. 





Your Job 





That job of yours is not as simple as just going about selling 
all the life insurance you can. Not by a long shot, it isn’t! 

The job you have to do is that of helping your clients lay out 
a planned program of buying life insurance . . . a program that 
will create no hardship for the buyer, yet will provide for him 
security in his later years. That is not an easy job. It requires 
work and thought; but when it’s done, you can feel proud of your 


role of helping others prepare for tomorrow. 


Shenandoah Life Insurance Co., Ine. 


Roanoke, Virginia 


Design for Victory 


Field representatives of the Equitable Life of lowa are weaving a Design 
tor Victory which is typically American 


More than fifteen per cent of those comprising the Equitable of Iowa's field 
force are now in the armed services Their contributions to the cause of Free- 
dom are self-evident 


A tull one hundred per cent of all Equitable of lowa field representatives 
who are continuing to serve as Life Underwriters are also doing their part, by 
extending the benefits and services of Life Insurance more effectively and 
aggressively than ever before. Let us not minimize the importance of their con- 
tributions Theirs is a very real responsibility in helping to preserve, through 
Life Insurance, the economic well-being of the home front 


Additionally, Eguiowans on the home front are selling War Bonds and 
Stamps; they are serving on draft boards, as air raid wardens, auxiliary police, 
and in many other avenues of the war effort and they are investing gener- 
ously of their earnings in War Bonds. 


That is the American way of waging all-out war an orderly, voluntary, 
democratic Design for Victory which Hitler can neither understand, nor stop 
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R. H. Denny Agency 
Superintendent of 
State Mutual Life 


: Robert H. Denny was elected superin- 
téndent of agencies of State Mutual Life 
at the annual meet- 
ing. Mr. Denny 
was New York 
City general agent 
from 1936 to 1939, 
when he entered 
the home office 
agency department 
as. director of 
agencies. 

Stephen Ireland, 
who has been su- 
perintendent of 
agencies for 27 
years, and vice- 
president since 
1929, continues as 
vice-president. He 
40 years of service 


R. H. Denny 


has just completed 
with State Mutual, 





having started with the company in 1903 
in its Boston office. 

Mr. Denny has been in life insurance 
since 1919. He was successively agent, 
supervisor, district manager, and associ- 
ate state agent for other companies. His 
top personal production for one year 
was $695,000. Mr. Denny served in the 
army in the last war, rising to the rank 
of lieutenant. 

James H. Eteson, assistant statisti- 
cian, was named auditor, and Herbert J. 
Lumbra, auditor of accounts, assistant 
secretary, at the annual meeting. 

James P. Baxter, 3rd, since 1937 presi- 
dent of Williams College, Williamstown, 
Mass., was elected a director. 





Approve American Savings, 
Republic National Merger 


Texas and Missouri have approved 
the merger and reinsurance of Ameri- 
can Savings Life of Kansas City with 
Republic National Life. O. P. Lock- 
hart, chairman of the Texas commis- 
sion, issued the approval for that state 
and Superintendent Scheufler of Mis- 
souri, sitting with Commissioners 
Hobbs of Kansas and Graves of Arkan- 
sas, for Missouri. 

The merger adds $2,500,000 to the as- 
sets of Republic National and $11,000,- 
000 of life insurance in force, bringing 
those items for the Texas company to 
$7,500,000 and $49,478,703, respectively. 

Theo P. Beasley, president of Re- 
public National, organized’ his own 
company in Joplin, Mo., in 1928, later 


ayy . moving to Little Rock and combining 








x THIS MONTH, 145 SUN 
LIFE OF CANADA REPRE. 


SENTATIVES START AN IN. 
TENSIVE STUDY OF R & R’S 
“TAX AND BUSINESS INSUR- 
ANCE COURSE.” 


- + 


FOR 26 WEEKS the question- 
naires will be sent to us for 
grading and return. The work 
covers a study of estate pro- 
tection, property analysis, and 
the application of life insurance 
to business—in the light of to- 
day’s wartime economy. 
x * x 
IN Ai FEW WEEKS, large 
groups from several other ma- 
jor companies -Wwill begin the 
same work. un 
* 
WHY? 
* * * 
Because these are the fields in 
which the bulk of the business of 
the better-than-average producer 
must be written. Either he de- 
velops his capacity to sell along 
these lines or else. And the “or 
else” has its usual unpleasant 
connotation. 
* Ok 
LIFE INSURANCE SELL- 
ING is no exception to the law 
of survival, which demands 
first that 


L we understand the 
times in which we live and sec- 
ond that we move with the 
times. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 











two companies under the name of Pub- 
lic National Life. He bought Republic 
Life and moved from Little Rock to 
Dallas in 1937, merging the companies 
under the name of Republic National. 
Later the Southern Old Line Life was 
acquired. 


Hamrick and Hyman Are 
Advanced By Gulf Life 


William J. Hamrick was elected 
agency vice-president of Gulf Life at 
the annual meet- 
ing. J. E. Hyman 
was named actu- 
ary. 

Mr. Hamrick 
started with Gulf 
Life as an agent in 
1930. He became 
assistant manager 
of the district of- 
fice at Daytona 
Beach, Fla. in 
1933 and went to 
the home office as 
agency ‘supervisor 
two years later. 
_Actuary Hyman 
is well known among actuaries and has 
addressed several national conventions. 





W. J. Hamrick 





Will Operate Separately 


Although interests connected with the 
Policyholders National Life of 
Falls, S. D., have purchased the Na- 
tional Reserve of Topeka, Kan., Presi- 
dent H. O. Chapman states that it is 
the intention to operate the companies 
separately. 





Hall Finance Vice-President 


S. S. Hall, Jr., has been elected finan- 
cial vice-president of New England Mu- 
tual Life. He joined the company 
three years ago as financial secretary, 
having formerly been connected with 
the Carnegie Foundation. 


Packard and Hinkle Advanced 


W. L. Packard, cashier of Security 
Mutual Life of Nebraska since 1928 
has been elected assistant treasurer. He 
joined Security Mutual immediately 
after his graduation from the Univers- 
ity of Nebraska. 

D. G. Hinkle, for 10 years with the 





Sioux' 


cashier’s department, has been elected 
cashier. He started with Security Mu- 
tual on a part-time basis while a stu- 
dent of the University of Nebraska in 
1929. 


Woman Webster Life Official 


Miss Ruth Anderson has been elected 
secretary-treasurer of Webster Life of 
Des Moines, succeeding Otto C. Bauch, 
who resigned to enter government serv- 
ice, Miss Anderson has been assistant 
secretary-treasurer. 

Emmett E. Johns, vice-president of 
Central National Bank & Trust com- 
pany, was elected a director to fill Mr. 
Bauch’s unexpired term. 





Frank A. Theis, president of Simond- 
Shields-Theis Grain Co., has been elected 
a director of National Fidelity Life, 
Kansas City. 





London Life Using Women Agents 


London Life of Canada, whose busi- 
ness is largely industrial,, is planning 
to use women on its industrial field 
staffs. M. G. Hannam, just appointed 
city manager of the Toronto north of- 
fice, will have as one of Mr. Hannam’s 
jobs to develop the program of training 
and direction necessary in this new 
phase of agency organization. 








SALES MEETS — 


State Farm Companies to 
Hold Regionals on Feb. 22 


_ The State Farm companies of Bloom- 
ington, IIl., have sectionalized their 
annual convention throughout the U. S. 





and Canada and will hold meetings 
simultaneously Feb. 22. The annual 
convention in Chicago last year at- 


tracted 2,700 agents and wives. This 
year 150 agents and wives from the 
Chicago area will meet at the Central 
Plaza Hotel in Chicago. Addresses by 
the officers of the companies will be 
read by the leading agents at each of 
the regional gatherings 





American Mutual General 
Agents Attend Conference 


Twenty general agents of American 
Mutual Life participated in a two-day 
conference in Des Moines to discuss 
agency plans for 1943, and details of 
home office cooperation with the field 
organization at Hotel Ft. Des Moines, 
it was announced by the company. 

At a meeting of the General Agents 
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Helping Keep 


America Fit... 


ANOTHER WARTIME CONTRIBUTION 
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Life Insurance Agents are well equipped to render public ser- 
vice in promoting a vital “home-front” job—that of helping 


keep America’s millions of workers physically fit for the task that 
lies ahead. Man hours lost through illness cannot be regained .. . 
place undue hardships on other workers ... seriously retard the 
progress of all toward meeting production schedules! 

The Institute of Life Insurance, through its “Keep Well” campaign, 
offers 5 simple health rules. If diligently followed, the results 
obtained will contribute mightily toward winning the war. 

As a further aid to the war effort—supplementing other life in- 
surance contributions—agents are urged to stress to the families 
in their communities that keeping well and keeping on the job can 
be of enormous benefit to individual, family and nation! 





HARRISON L. AMBER, President 
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Advisory Council, R. M. Threlkeld, Sr., 
Cedar Rapids, Ia., was named president 
of the council, and F. D. Schwengel, 
Davenport, secretary. 

Speakers at the general conference 
included Dr. E. B. Mountain, president 
of American Mutual; H. S. McCona- 
chie, vice-president and superintendent 
of agents; K. C. Klein, agency secre- 
tary and conservation manager; B. R. 
Merrill, Jr., agency supervisor; W. C. 
Ellis, assistant director of sales service; 
E. B. Monson, underwriting manager; 
W. H. Brown, auditor; A. C. Latta, 
manager of premium collection “B” oie 
L. Bowman, assistant secretary; i, D. 
Serrill of Minneapolis and L. W. Hig- 
ley of Rolla, Mo. 





Alliance Life Regional 
at Battle Creek, Feb. 19 


Last of the mid-winter regional 
meetings of Alliance Life agencies will 
be held Feb. 19 at Battle Creek where 
General Agent J. B. Dexter will act 
as host. Feature of the sales congress 
will be a round-table discussion on war- 
time selling, with Michigan agents par- 
ticipating, including C. W. Westcott, 
D. J. Patterson, Clairmont E. Everitt, 
Ray D. \Gadd and D. G. Higgs. E. F. 
Brewer, manager issue department; E. 
G. Atkinson, agency secretary; B. T. 
Kamins, agency director, and Dr. J. E. 
Hunsinger, medical director, will at- 
tend from the home office. 

General Agent T. E. Rogers of Flint 
will be awarded the conservation 
trophy for highest percentage of re- 
newal business, and Mr. Dexter is be- 
ing presented with a plaque for produc- 
tion of more than $1,000,000 of busi- 
ness in 1942, 


Conducts Advanced School 


Herbert P. Lindsley, educational di- 
rector of Farmers: & Bankers Life, con- 
ducted a ten-day advanced sales train- 
ing school in Wichita for a group of 
selected intabempnaiscnciinin 


CHICAGO 


MAGNUS RED CROSS DRIVE HEAD 

Solicitation for the Red Cross war 
fund will start March 1 in Chicago. The 
Chicago quota is $8,750,000, more than 
double the amount raised last year in 
the Red Cross campaign immediately 
following Pearl Harbor. The campaign 
in the insurance group will be under the 
direction of Joseph E. Magnus, president 
James S. Kemper & Co. 














JONES BROKERAGE MANAGER 


Ellis R. Jones has been appointed 
brokerage manager by James C. Hill, 
general agent of Connecticut Mutual in 
Chicago. Mr. Jones succeeds A. G 
Baker, who has gone into the army. The 
new appointee has been connected with 
Connecticut Mutual since 1938. He is a 
graduate of Dartmouth and later was 
connected with the advertising depart- 
ment of the Chicago “Daily News” for 
some time. 





JOINT MEETING MARCH 22 


The Chicago Home Office Life Un- 
derwriters will hold a joint meeting 
March 22 with the Chicago Actuarial 
Club. R. A. McIver, Washington Na- 
tional, is president of the actuaries’ 
group, and B. H. Zahner, Mutual Trust 
Life, heads the underwriters. 





MANAGER AT EVANSTON, ILL. 


R. D. Danielson, Cook County man- 
ager of the State Farm companies of 
Bloomington, I1l., announces that E. F. 
Fritz, formerly manager in McLean 
county, has become manager in Evans- 
ton, Ill., at 845 Chicago avenue. He has 
been with the State Farm companies for 
a number of years. 





SELL RETIREMENT INCOME 


A number of Chicago agencies report 
that they are selling more and more re. 


tirement income policies and business in- 
surance. Apparently so much has been 
written about social security that many 
people are getting retirement conscious. 
They may feel that they have provided 
for their beneficiaries in a liberal way 
and now they have themselves to look 
after. While at present older men are 
being employed yet at the close of the 
war there will be again a great surfeit of 
men beyond 60. The possibility of 
reaching that age and not having suff- 
cient income on which to live comfort- 
ably is set deep in the minds of people. 
There is a growing demand for busi- 
ness insurance especially among the 
smaller concerns. At the present time 
the death of a key man or partner might 
cause a greater loss than at usual times. 
Hence many are taking out business in- 
surance. They cannot deduct premiums 
from the income tax but when a policy 
matures it is not counted income. 


AGENCY CHANGES 


Adams General Agent of 
Occidental at Cedar Rapids 


Occidental Life of California has ap- 
pointed Arthur H. Adams general agent 
at Cedar Rapids, Ia. Mr. Adams entered 
insurance with Aetna Life at Omaha, 
subsequently becoming supervisor, a 

















ARTHUR H. ADAMS 


post he held eight years. Later he 
joined Northwestern National Life as 
assistant manager in Nebraska. More 
recently he has been general agent for 
Illinois Bankers Life. 





Southland Life Appoints 
New Dallas Manager 


Southland Life has appointed R. F. 
Short manager of the Dallas agency. He 
will serve in this capacity during the ab- 
sence of Lieut. Ross Priddy, recently 
commissioned in the naval reserve. 

He observed his 20th anniversary with 
Southland Life on Feb. 10. He was Dal- 
las agency manager and educational di- 
rector until 1938, and has been in per- 
sonal production since 1941 in the Dallas 
agency. 

The Dallas agency is one of the 
strongest in the entire company, with 17 
representatives. 


Hummel to Cal.-Western 
as Los Angeles Manager 


L. W. Hummel has resigned as gen- 
eral agent of Farmers & Bankers Life 
in Lincoln, Neb., covering 18 counties 
in southern and southeastern Nebraska, 
and will leave early in March to go 
with California-Western States Life as 
manager in Los Angeles. 

He is now president of the Nebraska 
Life Underwriters Association and as- 
sistant to the state administrator of 
government war securities, a dollar-a- 


year post, and has had to resign both 
of those positions as well. 


Trandum Helena Manager 


E. H. Trandum has been appointed 
agency manager at Helena, Mont., by 
Bankers Life of Des Moines, succeeding 
the late James J. Gleason. 

He has been with the Montana agency 
since March 1, 1941, joining Bankers 
Life after 17 years in life insurance. He 
started at Billings in 1924 with Equitable 
of Iowa. 

He served as president of the Montana 
Life Underwriters Association in 1940 
and 1941 and is a former Montana leg- 
islator. 


Washbush Named in Fond du Lac 


Frank M. Washbush has been ap- 
pointed district agent of Northwestern 
Mutual Life in Fond du Lac county, 
Wis., succeeding A. J. Belisle, who re- 
signed to go into defense work. The 
office is under the M. A. Carroll gen- 
eral agency of Oshkosh. 








Rilett to Acacia in Detroit 


P. S. Rilett has been appointed Detroit 
manager of Acacia Mutual Life, a post 
formerly held by O. D. Heise. Mr. Rilett 
started with Connecticut General and 
in his five years with that company in 
Detroit made a notable record for per- 


Union Mutual Manager 
Named at Nashua, N. H. 


Clarence P. Barlow has been ap- 
pointed manager of the Nashua, N. H., 
agency of Unioa 
Mutual Life. A na- 
tive of Vermont he 
has had twenty 
years of active life 
insurance experi- 
ence, and was for a 
long time manager 
of the Phoenix Mu- 
tual in its Rutland 
agency. The 
Nashua agency will 
—_ . continue in its of- 
Bo A fices at 211 Odd 

Fellows _ building, 
where Mr. Barlow 
succeeds C. N. Cut- 





Cc. P. Barlow 
ter, now on active duty with the navy. 








sonal production. He won a - Minute 
Man award for war bond pay roll de- 
duction work, 





Leiwant Goes to New York 


S. E. Leiwant has been appointed by 
Union Mutual Life as assistant manager 
of the New York City Midtown branch. 
Coming from an insurance family, he is 
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—— 
a graduate of the University of Alabama. 


He has had considerable experience both 
in New York City and in Connecticut, 





where he was manager of the New 
Haven agency. No successor to Mr. 
Leiwant has been appointed in New 
Haven. 

Kenimer with Lutz & Co. 

Barnett Kenimer, formerly general 
agent of General American Life | at 
Nashville, has gone to Knoxville, 
Tenn., where he will manage the life 


and accident department of the J. E. 
Lutz & Co. agency of Travelers. Mr. 
Kenimer formerly was with Travelers 
for several years. 





Jones Acting General Agent 


Robert G. Jones of Seattle has been 
named acting general agent of National 
Life of Vermont for the state of Wash- 
ington. He succeeds for the duration 
R. A. Baggott, recently commissioned a 
second lieutenant in the army, after hav- 
ing served as National Life’s Washing- 
ton general agent for 3% years. Mr. 
Jones for several years has been secre- 
tary of the Seattle C.L.U. chapter. He 
has been in life insurance work more 
than 20 y 20 years. 


COAST 


Urge $40,000 Exemption 


SAN FRANCISCO—Why Congress 
should enact legislation granting the 
$40,000 exemption on taxes for life in- 
surance proceeds and consider other 
legislation which would assist Americans 
to maintain adequate life insurance es- 
tates, was presented before the eco- 
nomics section of the Commonwealth 
Club of California by Dudley Bates, in- 
spector of agencies of New York Life, 
and Harold Kay, agent of that company. 

“The battle against inflation,” Mr. 
Kay said, “can be fought with no greater 
assurance of success than by utilizing 
excess national income for payment of 
personal debts and the increase of our 
life insurance protection. In the past 
the lower and moderate income groups 
have not been large life insurance buy- 
ers because of inability to pay premiums. 
It is of great importance that these 
people should be sold on saving a por- 
tion of their increased incomes as a 
hedge, both against war inflation and 
post-war deflation. Many of them are 
paying income tax for the first time. A 
tax incentive for them to save by mak- 
ing life insurance premiums deductible 
for reasonable amounts would cost little 
in the way of taxes but gain much in 
the form of public thrift.” 











Burial Association Enjoined 

Superior Judge Bradshaw at Bakers- 
field, Cal., at the request of Commis- 
sioner Caminetti, granted an injunction 
against the Shafter Burial Association, 
Shafter, Cal., holding it was doing an 
insurance business and therefore was 
subject to the provisions of the insur- 
ance code. Counsel for the association 
held it came under the fraternal benefit 
classification. 


Utah Commissioner II 


SALT LAKE CITY—While attend- 
ing a meeting of the business regulation 
commission, which, under the state gov- 
ernment reorganization plan, supervises 
the insurance department, Commissioner 
O. W. Carlson was taken ill, necessitat- 
ing his removal to a hospital. He will 
remain in the hospital for a few days 
for observation but his physician be- 
lieves the commissioner can be back at 
his post in a short time. In the mean- 
time Deputy Commissioner Howells is 
conducting affairs of the department. 

Henry E. Belden, associate manager 
of Union Central Life in Los Angeles. 
addressed the Pasadena Association of 
Insurance Agents on “Life Insurance 
Opportunities Presented by the 1942 Re- 
visions of the Revenue Code.” 
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Chicago Speakers 
Are Optimistic 


Two ideas which are of importance to 
life insurance men who see the threat of 
government control of the institution, if 
not worse, were presented at the initial 
Saturday forum session of the Chicago 
Association of Life Underwriters by 
Courtenay Barber, Sr., Chicago general 
agent of Equitable Society, and Paul 
Speicher, R. & R., Indianapolis. Mr. 
Barber in a fine inspirational address 
said that as a clerk in the life insurance 
business 50 years ago it became apparent 
to him life insurance grew from a vol- 
untary group of intelligent persons who 
recognized that this was a plan to fulfill 
obligations which could not possibly be 
fulfilled in any other way. Mr. Speicher 
expressed the same idea in other words. 
He said life insurance will survive be- 
cause it does a job for the people that 
they want done. 

G. L. Grimm, New England Mutual, 
educational chairman, presided. J. H. 
Brennan, Fidelity Mutual, Chicago as- 
sociation president, spoke briefly. 


Life Agent Is Teacher 


Mr. Barber said life insurance is not 
for a day but for all time. It fills a uni- 
versal need. It helps to attain the ma- 
jor objective in life, security for family 
and self, that cannot be legislated out of 
existence. 

People are thinking more acutely to- 
day, he said. He looks upon life insur- 
ance selling as a teaching profession. 
He feels success in life insurance selling 
cannot be measured entirely by the 
financial success which comes from large 
commission income. There is no suc- 
cess in it, he said, unless the salesman 
makes his best effort to measure up to 
his relationship with others. 

Mr. Speicher said the meaning of 
things in this world has not changed al- 
though the procedure may change. Thus 
the meaning of womanhood, old age, 
youth, dependency, hunger, financial 
distress is the same as always. 


Treat Present as Normal 


The only thing life agents can do to- 
day is to live as if they were in a normal 
world, he said. There is nothing to be 
afraid of in change. Civilization and 
society must be dynamic and not static. 
The changes in the past generally have 
been good. He pointed out that one 
cannot prepare for chaos. 

Life agents, together with other civil- 
ians, must be as productive as possible 
and must help to put as much funds as 
possible into the financing of the war. 
Maintenance of solvency of the family 
unit is of fundamental importance, for it 
would be tragic to win the war abroad 
and lose it on the home front. 

The sessions will continue each Satur- 
day morning, winding up April 3. 





Nebraska Directors to 
Elect New President 


i WwW: 
signed as 


Hummel of Lincoln has re- 
president of the Nebraska 
Association of Life Underwriters to 
take a new position in Los Angeles. 
While making the rounds of Nebraska 
associations at the series of meetings 
being addressed by him and Tom B. 
Reed, Great Southern, Oklahoma City, 
National association trustee, he will 
take the votes of the presidents, who 
constitute the board of directors, as to 


their preference for his successor. The 
state association has two vice- presi- 
dents, C. E. Clinton of Omaha, Aetna 
Life, and W. F. Hofgard, Grand 


Island, Mutual Life. 


_ Mr. Reed will address local associa- 
tions in Lincoln, Omaha, Beatrice, 
Grand Island, Norfolk, North Platte 


and Scottsbluff. He gave his first talk 
before the Lincoln association Monday 
and explained his sales methods that 
have given him membership in the Mil- 


lion Dollar Round Table for the past 
four years, 

Mr. Hummel reported that he has 
made /arrangements with OPA whereby 
life agents who take part in the drive 
to sell war bonds in the rural areas 
will be given C cards, but continuance 
of the privilege will depend upon the 
use made of the cards and the results 
obtained. 


Portland Association Asks 
Ore. Tax Law Revision 
PORTLAND, ORE.—Roland Lock- 


wood, president of the Life Underwrit- 
ers Association of Portland, has been in- 
structed to send letters to the legisla- 
ture, Governor Snell and the senate tax 
committee urging immediate and perma- 
nent revision of the state tax structure, 
reducing inheritance and gift taxes and 
the income tax. This move is impera- 
tive, it is stated, if Oregon is to stop the 
diversion of Pacific Coast bound indus- 
tries from Oregon to Washington and 
California, and stop removing of impor- 
tant business enterprises from this state 
to the neighboring commonwealths. 
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Vincent B. Cofiin, vice-president of 
Connecticut Mutual Life, discussed pos- 
sible raids on life insurance sales staffs 
by the War Manpower Commission. 

He declared that the life agent fulfills 
a very important function in the eco- 
nomic life of the community, in peace 
and in wartime alike. 

“Yet our war industries must be 
manned. We have one industry in Hart- 
ford employing 50,000, and the commu- 
nity has undertaken the task of expand- 
ing this staff.to 80,000 without calling 
in any outside workers. You have sim. 
ilar problems in this section, and the 
pressure will be put on many organiza- 
tions for a release of manpower. 


Philadelphia Is Holding 
Sales Congress Friday 


PHILADELPHIA—The position of 
the life underwriter in a world at war 
will be the topic of the Philadelphia 
Life Underwriters Association — sales 
congress Feb. 19. 

Speakers will be Glen J. Spahn, field 
personnel officer of Metropolitan Life; 
Rev. Rex Stowers Clements, minister of 
Bryn Mawr Presbyterian Church; Wil- 
bur W. Hartshorn. Metropolitan Life, 
Hartford, trustee and membership chair- 
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END . 


The boy who went to training camp has 
grown up. He's a man now. 

He's an American soldier in a fox-hole on 
Guadalcanal. In the crow’s-nest of a cruiser 
convoying merchant ships across the At- 
lantic. In the cockpit of a Flying Fortress 
dropping block-busters on Cologne. In the 
inside of a General Sherman tank chugging 
toward Tunis and Bizerte. In the depths of 
a submarine firing torpedoes at ships flying 
the Rising Sun. 

There may arise to his lips this question: 
“How are the folks at home backing us up?” 

Let's tip the roof of a building in a Mid- 
west City and look in. 

When the quitting bell rings, four girls 
dash from their desks, after a hard day's 
work, and hurry to the Red Cross work- 
rooms. They are Supervisors in the Surgical 
Dressing Department. Donning their white 
uniforms, they carefully tuck their hair into 
their white caps, with the Red Cross on the 
front and the blue veil dropping over their 
shoulders. Hour after hour they show how 
and superintend the making of the two-by- 
two, the four-by-four gauze sponges, the 
abdominal pads and the other surgical dress- 
ings sent to Field Hospitals around the 
world. 

A dozen other girls from this office make 
dressings. Four more are studying nutrition 
and canteen work, three are knitting, others 
drive cars moving Red Cross supplies from 
one depot to another, one is studying Ad- 
vanced First Aid. This one office furnishes 
40 Red Cross workers. 

When the quitting bell rings, seven girls 
hurry to the various hospitals. They are 
Volunteer Nurses Aides, who have already 
put in 80 hours of training; 35 in class room, 
45 in hospital. They are pledged to give 
a minimum of 150 hours of service each year 
for four years. 

In Civilian Defense, there are 24 air raid 
wardens, two block wardens, two service 
leaders, two auxiliary firemen, two auxiliary 
policemen, four Service Corps workers, four 
Staff Corps workers, four in the Civil Air 
patrol; and a dozen or more in varied 
activities. 

Eight are working in U. S. O. centers; 
three in Defense nurseries; others are study- 
ing coding, doing practical work in produc- 
ing food, block leaders in food conservation. 

Five girls are Waves, one is a Spar. Why? 
“My mother and father were born in 
Czecho-Slovakia, I must avenge them,” 
saysone. “I have two brothers in the Navy, 
I must help them,” says a second. “‘Just 
‘lump-in-the-throat’ patriotism,” says a 
third. 

Every worker in this office has signed a 
pledge card giving 10 per cent of his or her 
salary to buy War Bonds. From March I, 
1942, to January 1, 1943 they bought 2,400 
War Bonds. 

What office is this? It is our Home Office 
in Des Moines; in which every worker is 
pledged to his or her utmost to carry on on 
the home front to help the boys on the 
fighting front. But it is only one of hundreds 
of thousands of business places all over 
America all doing the same job. 

The boy who went to training camp, and 
has grown up, does not have to worry. The 
folks back home are working for him. 
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man of N.A.L.U., and Isaac S. Kibrick, 
New York Life, Boston. 

The program will stress the service 
of the life underwriter today and point 
the way to successful production in 
1943. 


Oklahoma Speakers Listed 


OKLAHOMA CITY—The tentative 
program for the Oklahoma. Association 
of Life Underwriters Association sales 
congress here March 23 includes Julian 
S. Myrick, vice-president of Mutual 
Life; George E. Lackey, Detroit general 
agent of Massachusetts Mutual, and I. 
S. Kibrick of Boston, million dollar pro- 
ducer of New York Life. 


Taggart Speaks in Florida 

The recent series of meetings spon- 
sored by the Florida Association of 
Life Underwriters, with National Presi- 
dent Grant Taggart as speaker, are re- 
garded as particularly valuable, coming 
as they did about six weeks before the 
1943 session of the legislature convenes. 
State President H. Laurence Cooper of 
Jacksonville attended and presided at 
the four meetings in Miami, Tampa, 
Orlando and Jacksonville. 











Andrews Tours Kansas 


More than 200 Emporia, Kan., citi- 
zens turned out for a war bond meeting 
to hear W. H. Andrews, Jr., secretary 
of the N.A.L.U., on his tour of the 
state, accompanied by Leo R. Porter, 
Wichita assistant state director of the 
war bond staff, who introduced Mr. 
Andrews. Frank H. Johnson, Massa- 
chusetts Mutual, president of the Em- 
poria association, presided. 

John S. Kerns, Northwestern: Mu- 
tual, Pittsburgh, president of the Kan- 
sas association, accompanied Mr. An- 
drews at the meetings in Coffeyville 
and Pittsburgh. 





Tennessee Plans Changed 


Plans for the annual meeting of the 
Tennessee Association of Life Under- 
writers have been changed, due to the 
transportation situation. Instead of the 
regular sales conference and executive 
meeting, a special meeting of the Nash- 
ville association will be held March 19 
with only a meeting of the executive 
committee of the state association. The 
program is being prepared by E. T. 
Proctor, Northwestern Mutual, Nash- 
ville. A special invitation is going out 
to life men in middle Tennessee not 
members of the Nashville association. 





Minneapolis War Bond Record 


MINNEAPOLIS—With E. H. Keat- 
ing as chairman the Minneapolis Life 
Underwriters Association is making a 
remarkable record in sale of war bonds 
on the payroll deduction plan. To Feb. 
1 about 166,000 employes, or 83.1 per- 
cent of all those in local plants, were 
signed up and were buying on the aver- 
age $18.49 monthly in bonds, a total of 
$3,067,999 monthly. 

The average monthly deduction was 
increased from $15.28 to $18.49. In war 
production plants 94 percent of the em- 
ployes have signed up for average pay- 
roll deductions of $29.85 monthly. 

At the February luncheon meeting, 
Robert E. Shay, Bankers Life, vice- 
pre talked on “Technique of the 

ale.” 





Youngstown, 0.—E. E. Cooper, assis- 
tant agency vice-president of Equitable 
Life of Iowa, discussed “The Value of 
the Life Underwriter to the Nation Dur- 
ing the Duration.” 

Wichita, Kan.—Miss Evelyn Hunter, 
faculty student counsellor of the Wich- 
ita public schools, spoke on “Awake for 
Tomorrow.” Harold P. Lunsford, Em- 
poria general agent of Farmers & Bank- 
ers, vice-president of the Kansas asso- 
ciation, spoke briefly. 

Northern New Jersey—A large depart- 
ment store in Newark had numerous 
requests on matters pertaining to life 
insurance. The association was called in 
and for a week a member was stationed 
in the store, where all such questions 


were answered, free of charge and with 
no solicitation. 

Speakers in the course starting Feb. 26 
will include R. B. Coolidge, superintend- 
ent of agencies Aetna Life; Paul 
Speicher, R. & R. Service; C. Preston 
Dawson, New England Mutual, New York; 
Miss Elsie M. Matthews, Connecticut 
Mutual Life, Newark; Miss Mildred 
Stone, Mutual Benefit Life, and Jules 
Kaufman, Metropolitan Life. 

New Orleans—Hampton H. Irwin, edu- 
cational director of Massachusetts Mu- 
tual Life, spoke on production clinics. 

Waterloo, Ia.—W. K. Niemann, Bank- 
ers Life, Des Moines, president of the 
Iowa association, advised agents to “de- 
vise a system and use it.” 

Mr. Nieman said his agency only has 
one rule, that each man promises that 
he will have 20 interviews every week 
and by that he does not mean 19. 

Des Moines—Third Officer Kathryn 
McWilliams of the WAAC public rela- 
tions staff at Fort Des Moines spoke at 
the February meeting. 

Long Beach, Cal.—Walter G. Gastil, 
manager of Connecticut General Life in 
Los Angeles, will speak Feb. 19 on “Pro- 
fessional Underwriting.” The Long 
Beach association will conduct a four 
weeks school on “Selling Life Insurance 
Under Wartime Conditions,” starting 
March 13. 

Mobile, Ala.—J. C. Montgomery, Mas- 
sachusetts Mutual Life, spoke on “Pro- 
gramming Life Insurance.” L. J. Polizzi, 
Metropolitan Life, association president, 
reported on the sales congress in New 
Orleans, at which Grant Taggart, na- 
tional president, spoke. 

Bakersfield, Cal.—Charles E. Cleeton, 
Occidental Life, Los Angeles, spoke at a 
membership drive meeting on “Sales- 
manship and Association Membership.” 

Kingston, Ont.—J. B. Pryde has been 
elected president. Vice-president is H. 
E. Jackson; treasurer, F. E. Johnson; 
secretary, R. V. Ball. 

Vancouver, B. C.—K. G. Kern, North 
American Life, has been elected presi- 
dent. 

St. Paul—W. K. Niemann, Bankers 
Life of Iowa, Des Moines, spoke on “It 
Can Happen Here.” 

San Antonio—R. Roy Keaton, Austin, 
executive secretary of the Lions Clubs 
of Texas, developed the thought that it 
is a man’s work that creates enthusiasms 
and gives zest to life. Washington Na- 
tion, Republic National Life and Union 
Central Life were added to the six 100 
percent membership agencies previously 
announced. 
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Hearing in Mass. 


on Vital Issue 


BOSTON—Counsel of the National 
Fraternal Congress and legal officers of 
several large fraternals presented a 
strong front before the insurance com- 
mittee of the Massachusetts legislature 
in support of a bill to allow fraternals to 
make use of net accretions to mortuary 
funds for expenses actually incurred in 
maintenance and care of such funds. 

Several bills on the subject came up 
for joint hearing, all occasioned by the 
Massachusetts supreme court action late 
last year in denying this right to frater- 
nals in the state. Commissioner Har- 
rington previously called New England 
Order of Protection to account for us- 
ing its mortuary funds for expenses. The 
case was taken to the supreme court and 
the commissioner was upheld. 


N.F.C. Leaders in Attendance 


Lendon Knight, general attorney 
Royal Neighbors and member N.F.C. 
law committee; Luke E. Hart, St. Louis, 
supreme advocate Knights of Colum- 
bus; Walter B. Powers, New England 
Order of Protection, and others pointed 
out that 21 states permit fraternals to 
use the income or net accretions of mor- 
tuary funds for investment and other 
expenses incident to such funds and that 
the recent supreme court decision made 
Massachusetts the only state in the 
union which distinctly forbade such 
practice. 

It also was claimed the National Asso- 
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ciation of Insurance Commissioners had 
goné on record in favor of permitting 
mortuary funds to pay their own ex- 
penses out of net accretions, when it ap- 
proved the Richmond bill. 

The bill was unanimously supported 
by all the fraternals. Considerable con- 
cern was shown as to whether or not 
fraternals in Massachusetts which had 
drawn on their mortuary funds for ex- 
penses would have to pay back into such 
funds the sum total of all withdrawals in 
the score or so of years in which the 

actice has been going on, even if the 

assachusetts law were amended to take 
care of the future. There seemed to be 
no answer to the problem. 


Other Bills Considered 


A bill backed by a number of frater- 
mals, to authorize them to furnish medi- 
eal and hospital care to sick and disabled 
members and families, was considered 
by the committee. . The bill was offered 
by the New England Fraternal Con- 


gress. ; 
A.-L. Toomey, Massachusetts Medi- 
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cal Service, opposed the bill on the basis 
it did not put fraternals under the same 
direct supervision of the insurance com- 
missioner as had been demanded of Mas- 
sachusetts Medical Service, Blue Cross 
and similar service organizations. Com- 
missioner Harrington advocated a study 
of fraternal laws with a view to revi- 
sion. He draws a line between the 
lodge fraternals and those which had 
gone into business as a purely commer- 
cial proposition. He would allow the 
first to go along without greater super- 
vision, but felt commercial fraternals 
should be under his supervision and 
should pay taxes. The Massachusetts 
fraternal laws are somewhat confused 
and obsolete. 

A bill to compel the commissioner to 
verify valuations of actual assets of fra- 
ternals within 30 days so their officers 
would be enabled to waive mortuary 
contributions or declare a division of the 
surplus among members when and at 
such time as the assets exceed liabilities 
by 5 percent was considered. Commis- 
sioner Harrington presented a substi- 
tute bill to permit him 60 days for review 
and audit of assets. 





Illinois Congress 
Program Complete 


The program for the Illinois Fraternal 
Congress annual meeting Feb. 22 at 
the Morrison hotel, Chicago, was an- 
nounced by Walter C. Below, president, 
who is head of Fidelity Life, Fulton, III. 

Thomas R. Heaney, past president Na- 
tional Fraternal Congress and high sec- 
retary Catholic Order of Foresters, will 
extend a welcome. E. F. Barnes, super- 
visor fraternal division, Illinois insur- 
ance department, and Norton J. Wil- 
liams, president N.F.C. and head of 
Equitable Reserve, will greet delegates. 
Response will. be by Joseph F. Sheen, 
vice-president Illinois Fraternal Con- 
gress.: 

Following luncheon at which Col. 
Chester L. Fordney of the marine corps 
in Chicago will be the speaker, the after- 
noon session will open with an address 
“Safeguarding the Home Front” by 
Harold Allen, vice-president N.F.C. 
Press section and publicity director of 
Fidelity Life. Mrs. Vivian Watkins, di- 
rector of junior activities Modern Wood- 
men, will speak on “Modernizing Frater- 
nalism.” F, E. Houston, secretary and 
actuary American Life Convention, will 
speak on “The Guertin Report,” and 
Frank W. Bowen, vice-president Stifel, 
Nicolaus & Co., Chicago, on “Facts, 
Fads, and Fallacies Pertaining to Invest- 
ments.” 

Officers will be elected and installed. 





Reeder Quits Post; Benz 
and Herzfeldt Appointed 


The services of J. D. Reeder, actuary 
of Aid Association for Lutherans at the 
home office in Appleton, Wis., termi- 
nated Dec. 31. Mr. Reeder has not an- 
nounced his further plans. 

Gerald C. Herzfeldt was appointed 
manager of the certificate issuing depart- 
ment and Herbert Benz, a son of Alex- 
ander O. Benz, president, was named 
acting manager of the underwriting de- 
partment. Herbert Benz has been in 
the sales end of the Aid Association for 
some time. 

Mr. Reeder is well known to frater- 
nalists over the country, having attended 
a number of annual and mid-winter 
meetings of the National Fraternal Con- 
gress and being past president of the 
Fraternal Actuarial Association. 


C.O.F. New Business and 
Assets Figures Shown 


New business of Catholic Order of 
Foresters in 1942 totaled $3,898,900, and 
increased insurance was $586,100, or a 
total of $4,485,000. The U. S. total of 
new business was $4,215,900 including 
increases and the Canadian total was 
$269,100 with increases. Assets at the 





end of 1942 aggregated $42,150,000, in- 
crease $1,180,938. 


Aid Association Increases 
Shown for Fiscal Year 


Aid Association for Lutherans had 
$240,194,748 insurance in force at the 
end of 1942, an increase of $17,297,334, 
President Benz reported, and a net gain 
of $3,363,677. The society in 1942 wrote 
$16,474,349 of new adult certificates and 
$6,790,294 of juvenile, an increase of 
$2,694,771 over 1941. 

Admitted assets totaled $45,776,192 at 
the end of the fiscal year Sept. 30, 
President Benz reported, increase $634,- 
467. Total income on the home office 
building represented gross_ interest 
earnings of 8.2 per cent on the invest- 
ment and net of 6.38 per cent, a sub- 
stantial increase over 1941. 

There was $736,047 paid in death 
benefits, $46,313 old age benefits, and 
$55,949 sick and accident benefits. Cer- 
tificate loans were $615,954, decrease 
about $154,000. 


Fidelity Life’s 1942 Results 


Fidelity Life of Fulton, Ill, wrote 
$6,990,324 of new insurance in 1942, ‘its 
insurance in force increasing to the 
total of $54,974,552. Membership 
Jan 1. numbered 64,076. Assets are $12,- 
063,471. 

President Walter c Below reported 
1942 was a year of gains on all fronts for 
Fidelity. Insurance in force increased 
$1,789,794, membership 3,163 to total of 
64,076, assets increased $114,336, and 


new business written increased $164,700, 
The insurance gains were made in spite 
of the fact 32 percent of the field force 
is directly engaged in war effort. 

Net interest earned on the investments 
in 1942 was 4.25 percent. Total cash 
benefits paid to members and beneficiar- 
ies was $1,062,677, including death 
claims, disability claims, hospital claims, 
accident claims, dividends, etc. Hold- 
ings in war bonds are being steadily in- 
creased and 1942 purchases were three 
times the amount received in first year 
premiums on all new business written 
for the year. 





Equitable Reserve Gains 


Equitable Reserve reports substantial 
gains in 1942, with new life insurance 
sales up 22 percent and increases in in- 
surance in force, legal reserve, assets, 
surplus and. interest received. Lower 
general operating expenses and a reduc- 
tion of 33 percent in death claims also 
were reported by Norton J. Williams, 
president. He expressed optimism about 
the future for life insurance. 





L. A. Mack Buys “Insurance” 


L. A. Mack, publisher of the “Weekly 
Underwriter,” has purchased the good 
will, copyrights and trade name of “In- 
surance,” and has merged it with “In- 
dustrial Insurance.” Effective with the 
January number, the magazine is en- 
titled “Insurance.” “Insurance” was 
established in 1883 by Davis & Lakey 
and until recently was published by 
William E. Underwood. 








REPORTING... 


Insurance in Force 


A net gain of... .$ 1,789,794.00 
making a total of $54,974,552.00 


Assets 


A net gain of....$ 114,336.08 
making a total of $12,036,453.17 


$1,062,677.51. 


Walter C. Below, President 
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creased 16%. 





Family Security vs. War Bonds 


President Roosevelt has made the statement and reiterated it, that main- 
taining one’s Life Insurance is highly important in War time. 


This Truth has been recognized and adhered to in Great Britain and 
Canada, notwithstanding the requirements of these governments for the 
purchase of war securities by the citizenship. 


Not only have the British and Canadian families kept their Life Insurance 
in force, despite high taxes, increased living expenses, and the purchase of 
War bonds, but they have added large amounts of New Insurance. 


British families increased their Insurance 19% in 1941 qnd Canada in- 
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ACCIDENT 


Postal Life & Casualty 
Is Now Extending Its 
Agency Operations 


The Postal Life & Casualty of Kansas 
City, which has organized an agency 
department, is gradually extending its 
organization and is starting an energetic 
campaign for life business especially. It 
has opened Kansas and Missouri and 
plans for licenses in other states this 
year. It has eight district managers. 
There are two salaried field men at this 
time. O. R. Jackson, who was formerly 
connected with the Missouri insurance 
department, is vice-president in charge 
of agencies. Charles Lamme, formerly 
connected with Northwestern Mutual 
Life in Kansas City, is superintendent 
of agents. The new statement shows 
$180.83 of assets for every $100 of lia- 
bilities. The capital and surplus amount 
to $426,000. Cash and government bonds 
constitute more than 20 percent in excess 
of all liabilities. 

The Postal will still continue its mail 
order business and will feature it in con- 
nection with the use of the radio, direct 
mail and newspaper advertising. Here- 
tofore it has specialized in limited cover- 
age and low cost accident contracts and 
in addition issued a series of policies 
with premium charges based on the 
Health & Accident Underwriters Con- 
ference manual. Heretofore it has been 
licensed only in Missouri and Iowa. 








Basing Non-Can Benefits 
on Earnings Is Opposed 


Opposition both in and out of the in- 
surance business was expressed at a 
hearing of the insurance committee of 
the Massachusetts legislature to a bill 
that would permit non-cancellable acci- 
dent and health insurers to scale down 
benefits in proportion to insured’s re- 
duced average earnings. 

In sponsoring the bill, Jarvis Farley 
counsel of Massachusetts Indemnity, 
said that an “average earnings” clause 
would be in the public interest since it 
would discourage malingering and would 
be similar in effect to “actual value” 
provisions of fire policies. The bill 
provides that if insured’s average earn- 
ings for the two years preceeding his 
disability were less than the total in- 
demnity provided by his non-cancellable 
accident and health policies, the benefits 
payable would be reduced in proportion 
and premiums for the excess insurance 


for the preceeding two years also would 
be reduced proportionately. 

Committee members argued that if the 
benefits were to be scaled down the pre- 
mium returns should go back to the 
inception of the policy. With this view 
John W. Downs, general counsel of the 
Insurance Federation of Massachusetts, 
agreed, although Mr. Downs appeared 
in support of the Farley bill. 

Commissioner Harrington strongly op- 
posed the measure, commenting that 
“the policies that Massachusetts Acci- 
dent wrote were much broader than any 
— policies that you can buy to- 

ay.” 

The insuring public would not receive 
fair treatment under the proposed clause, 
he said. He said the effect would be 
that two or three policyholders out of 
100 who became disabled would get a 
small return premuim and a substan- 
tial reduction in benefits while the others 
would go on paying full premiums for 
protection that was considerably im- 
paired. 





Prevost Succeeds White 


as Bureau Chairman 


NEW YORK—Harry Prevost, assis- 
tant secretary of United States Fidelity 
& Guaranty, has been elected chairman 
of the governing committee of the Bu- 
reau of Personal Accident & Health 
Underwriters to fill the unexpired term 
of W. F. White, who resigned Jan. 1 
when he entered the life insurance busi- 
ness as assistant secretary of Mutual 
Benefit in charge of its disability divi- 
sion. 





Scott Corlis, alias C. Kent, has been 
arrested in Fresno, Cal., charged with 
selling accident and health policies is- 
sued by American Farmers of Arizona, 
which is not licensed in California. Some 
of the past and present officers of Amer- 


ican Farmers were formerly with Chap- 


ter 9 companies taken over by Com- 
missioner Caminetti of California about 
two years ago. 


MANAGERS 


Mersfelder Discusses Women 


The possibility of recruiting women 
as life insurance agents during the war 
emergency was discussed by L. C. Mers- 
felder, Kansas City Life, before the 
Oklahoma General Agents & Managers 
Club. Mr. Mersfelder has tried out many 
women agents. He pointed out one who 
for 17 years has maintained an average 
production of $250,000. It proves, he 











said, that if a woman will go into an 
agency on the same basis as a man—and 
stay in and pitch as a man does—she has 
a lot of value—if not she can cause a 
lot of grief. 


Detroit Cashiers to Organize 


DETROIT—Preliminary steps toward 
the formation of the Detroit Life 
Agency Cashiers Association were 
taken by representatives of over 20 
agencies at a dinner meeting. Miss 
Christine Ludwig, State Mutual, Chi- 
cago, president of the International 
Cashiers group, spoke. The war has 
multiplied cashiers’ problems, making an 
organization for educational and dis- 
cussion purposes more necessary than 
ever before. 

Miss Maxine Benning, president To- 
ledo Cashiers Association, and Mrs. Floy 
Platt, past president, spoke. 

Helen McCoy, cashier State Mutual 
agency, was named chairman of the De- 
troit organization committee. 

The idea of formation of the asso- 
ciation was proposed by Miss Ludwig 
when she addressed the women’s divi- 
sion of Qualified Life Underwriters. 


Richman Talks in Boston 


Ralph E. Richman, vice-president of 
Tue NATIONAL UNDERWRITER, Boston, 
addressed the Boston Life Supervisors 
Club on methods of using educational 
services for life insurance agents. 


A. N. Guertin Is Speaker 


A. N. Guertin, actuary of the New 
Jersey insurance department, addressed 
the General Agents & Managers Asso- 
ciation of Hartford Tuesday. He spoke 








on the standard non-forfeiture and val- 
uation law, he being chairman of the 
committee that formulated the docu- 
ment. 





Omaha Managers School 


The General Agents & Managers As- 
sociation of Omaha held a one-day 
school Thursday, conducted by Lewis 
W. S. Chapman and James E. Schole- 
field of the Sales Research Bureau. 


Paul C. Kaul, Connecticut Mutual, 
program chairman, handled the ar- 
rangements. 





New Buffalo Cashiers Group 


The Buffalo Life Agency Cashiers As- 
sociation has been formed with E. F. 
Janner, Prudential, as president; Miss 
Lois M. Armbruster, Provident Mutual, 
vice-president; Miss Clara Haarmeyer, 
State Mutual, secretary, and J. H. Cary, 
Mutual Benefit, treasurer. Miss Pauline 
Brown, Penn Mutual, presided at the in- 
itial meeting before the officers were 
elected. 





Taylor Talks to Toledo Managers 


S. C. H. Taylor, superintendent of 
agencies of Sun Life of Canada, spoke 
on “Life Insurance Goes to War,” at a 
meeting of the Toledo Life Managers 
Association. 


Discuss Work Plans, Work Habits 


At the February meeting of the 
Utah Life Managers in Salt Lake City 
N. O. Thompson, president, and J. H. 
Tomlinson spoke on “Work Plans and 
Work Habits of Our Associates.” 
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Pension Trusts Bargain 
Now, May Not Be Later 


Agents should make the most of the 
current favorable market for pension 
trusts, E. Ellsworth Enoch, western 
Pennsylvania supervisor of Aetna Life, 
told the Pittsburgh C.L.U. chapter. 

Even today, with the blessings of the 
government, the surface has_ hardly 
been scratched for this form of insur- 
ance, Mr. Enoch said. Agents shouldn’t 
talk about the “needs” of the employer, 
because by now it is easily recognized 
that every firm with 10 or more em- 
ployes would benefit by group insur- 
ance. 

Later, and no one knows how soon, 
there may be a considerable increase in 
rates, he said, and when that time 
comes, pension trust insurance will be 
much harder to place. With industrial 
plants at the peak of production and 
employment, now is the time to sell. 

The size of a company is the impor- 
tant factor in selling pension trusts, he 
said. Only those employing up to 200 
should be considered as good prospects, 
and the agent should consider only 
those plants where the stock is not too 
widely distributed. The meeting con- 
cluded with a panel discussion. 








To Discuss Pension Trusts 


“Pension Trusts” will be the subject 
of a round table discussion at the meet- 
able to carry it. With the large post- 
ing Feb. 19 of the Los Angeles C.L.U. 





Crew, O’Meara in Columbus 


Robrt T. Crew, vice-president of the 
Ohio National Bank and a director of 
Qhio State Life, and Joseph O'Meara, 
Jr., attorney and authority on taxes, 
addressed the Columbus C.L.U. chap- 
ter. Agency managers, general agents 
and 1942 agency leaders attended. 





Judge Talks on Tax Avoidance 


Because of the drastic increase in state 
and federal taxes and expenses con- 
nected with estates, the tendency is to 
consider all the various legal means of 
avoiding such expenditures, Probate 
Judge C. G. Cisna told the Peoria (IIl.) 
C.L.U. chapter. He spoke on “Important 
Facts on Probate Work as Applied to 
Taxation.” Persons who have particularly 
large estates create joint tenancies, trusts 
or make gifts during their lifetime, thus 
lessening the amount in the estate that 
would be subject to taxation, he said. 
Taxes on estates have practically dou- 
bled in the last two years, from 25 per 
cent to approximately 50 per cent. 
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A senate bill in Montana makes it 
mandatory to provide automatic pre- 
mium loan clauses in all life policies with 
sufficient cash value. 


AGENCY NEWS 


Changes in Schnell Agency 


Walton H. McNair, cashier of the 
F. A. Schnell agency of Penn Mutual in 
Peoria, IIl., will return to Kansas City 
as office manager for the Wayne Clover 
agency of Penn Mutual. He has been 
in charge of the Schnell office staff 
since 1938. Miss Darlene Gubbins will 
become cashier of the Schnell agency. 
She is a graduate of University of IIli- 
nois and attended Brown’s Business 
College, Peoria. She was associated 
with the trust department of the Com- 
mercial Merchants National Bank & 
Trust Company, Peoria since 1931. 
Nathan D. Cohen becomes assistant 
cashier with General Agent Schnell. He 
has been with Penn Mutual for 15 
years, formerly with the old A. E. Pat- 
terson agency at Chicago. 








O’Brien Gains High Rank 

M. E. O’Brien, recently appointed re- 
gional manager of Franklin Life for 
Michigan and western Ohio with head- 
quarters in Detroit, in slightly more than 
a month turned in sufficient new busi- 
ness to give him rank among the top 
ten producers and to qualify him for 
membership in the President’s Club. He 
was president of the old Detroit Life 
1911-1929 and since has been general 
agent or manager for several com- 
panies. 





Detroit Branch Again Leads 


The Detroit branch of Dominion Life 
under Manager F. W. Simpson again 
was leader in 1942 by a substantial 
margin. New premium income was 26 
per cent above 1941 and total placed 
business was $2,393,000, an increase of 
10 per cent. 


Cleveland Receives Trophy 


At a dinner in Cleveland, Claris 
Adams, president of Ohio State Life, 
presented to the Cleveland agency the 
Victory Trophy which it won in the 
recent campaign put on in.-Mr. Adams’ 
honor. This is the fourth consecutive 
year the Cleveland agency has won the 
trophy. ‘ Carl Adams is manager of the 
Cleveland agency. Several officials 
from the home office attended. 





Portland Agency Wins Trophy 
Under leadership of Manager Edwin 
A. Phillips, the lower Columbia river 
agency of Oregon Mutual Life in Port- 
land won the president's trophy for 1942, 
with 122.6 per cent of assigned quota. 








Round Table on Taxes 


The Nebraska Insurance Institute 
staged a round table discussion of life 
insurance’ taxes in Lincoln. T. A. Sick, 
president of Security Mutual Life, led 
the discussion. 
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Priority Prospecting Work 
in Life Insurance Selling 


. B. Turner, general agent Home 
Life at Kansas City, Mo., spoke this 
week before the Chicago Life Under- 
writers Association on “Priority Pros- 
pecting.” He said that during the years 
1933 to 1939 the federal government 
through various relief agencies paid 25 
billion dollars for various forms of re- 
lief. During the same period life com- 
panies in this country paid beneficiaries 
and policyholders a like amount. How- 
ever in doing so life insurance left no 
debts. The 131 billion dollars of life 
insurance in force, he said, represents 
American thrift, sacrifice and savings. 
The freedom from want and fear can be 
bought world wide only, he said, by the 
shedding of blood, and at home only 
from sweat and work and thrift. 


Strong Become Stronger 


Mr. Turner said that during recent 
years 13 percent of the life salesmen 
produced 87 percent of the business. In 
times like this, he said, the weak get 
weaker and the strong get stronger. All 
are interested, he added, in strengthen- 
ing themselves and in producing more 
high quality business. The speaker be- 
lieves that this year holds many prom- 
ises and many rigid demands. If things 
are rough, he said, then strong men in 
life insurance must be rough. When 
things are tough and bad and not cheer- 
ing then life men must be just as tough. 

He noted the slogan the Home Life 
has adopted hung on the wall in every 
one of its agency offices, which is, ‘The 
right man doing right things in the right 
way will be successful in the life insur- 
ance business.” 

Some Favorable Features 


Mr. Turner enumerated some of the 
discouraging facts facing life salesmen 
and he said there is no use to minimize 
or ridicule their existence. He said that 
most of the heads of families are under 
insured from the standpoint of minimum 
income requirements of their families. 
There will be actually more than 30 bil- 
lions of spendable surplus from this 
year’s total national income over and 
above war bond purchases, taxes and 
increased living costs. Prospecting, he 
said, means securing and qualifying 
names of people on whom salesmen can 
call to sell life insurance. 

Mr. Turner asked, “What is a pri- 
ority prospect in 1943?” He said there 
are four qualifications: A person di- 
rectly or indirectly benefiting from the 
greatest national income in the history 
of the country, one who can be inter- 
viewed under favorable circumstances, 
one who has a problem which can be 
solved through life insurance, “one who 
has never before been approached by 
you on the subjeet of life insurance.” 

He advised life salesmen to start im- 
mediately and see one new priority pros- 
pect every working day for the next 
three months. The Home Life -_ got- 
ten out a list from its records s showing 
the results of priority prospecting in 
professional services and in mechanical 
and manufacturing industries. During 
the last three months physicians have 
purchased 36 percent, dentists 14 per- 
cent, school teachers 3 percent, archi- 
tects 1.5 percent, investigators 1 per- 
cent, clergymen six-tenths of 1 percent. 
In the trades auto manufacturers are 
shown as 1.3 percent, owners of ma- 
chinery and metal companies 24 percent, 
textiles and leathers 14 percent, avia- 
tion and ship manufacturers 12 percent 
and dis stillery executives .6 percent. 

In his own agency he said as the re- 


sult of priority prospecting the agents 
have produced from an _ independent 
groceryman supplying a large industrial 
section $25,000; from three osteopaths, 
$16,000; from florists heretofore in mid- 
dle income neighborhoods, $8,000; from 
two machine tool shop foremen, $7,000; 
from a waterproofing executive, $6,000; 
frm a lawyer, $9,000; from the president 
of a greeting card company selling cards 
to soldiers, $15,000: from a gasoline dis- 
tributing executive who is now an in- 
spector for a synthetic rubber plant, 
$7,500. As to lapses, he said, they 
have come from an automobile chain 
store manager, filling station operator 
and a sales representative of metal farm 
and poultry equipment. 

Mr. Turner said that priority prospect- 
ing requires work, ingenuity and plan- 
ning. Talking is not planning and 
agency meeting resolutions will not 
solve one’s priority prospecting prob- 
lems. 


Facts Brought Out In Agency 


Some facts that Mr. Turner’s agency 
has uncovered through this plan are the 
following: 

1, The milkman comes by daylight 
now and only every other day; neverthe- 
less sales are up 10 to 15 percent. 

2. Fifteen percent of the dentists 
have gone to war. Dental supplies are 
up in price. Denture impressions can 
no longer be made in “goo” so dentists 
are going back to plaster casts. There 
is more work for fewer dentists and 
people are paying old bills. For new 
work they are paving cash. 

3. Houses sell or rent the same day 
the owner hangs out a sign. The only 
orphan in the market is the small store. 

4, secs are full. Student 1 nurses 


are more numerous than ever. Clients 
are paying cash. 

5. Water and light consumption is 
up. The light company sales force is 
disbanded through operating depart- 
ments and the shelves are empty of util- 
ities and appliances. 

Mr. Turner said that to be successful 
a man must have vision, industry and 
enthusiasm. Vision is the ability to en- 
vision a goal. Industry is the willing- 
ness to work. As for enthusiasm he 
said, “We must get and stay excited 
about the life insurance business.” 

With a list of priority prospects and 
with vision, industry and enthusiasm, 
business can and will be done this year, 
he said, but only by the strong who 
will get stronger. 

Many men think of life insurance as 
something intangible. They think they 
cannot sell intangibles. ‘Neither can I,” 
said Mr. Turner. “I operate the great- 
est notions counter known to the mer- 
cantile business.” He added: 

I sell rocking chairs for little old 
ladies. 

I sell dolls and doll clothes for daddy’s 
little girl. 

I sell little red wagons for daddy's 
boy. 
sell an income for Mary. 
sell milk for babies. 
sell houses where flowers bloom in 
the front yard and children play happily 
in the backyard. 

I sell roofs, fuel oil, heat, light and 
power. 

I sell college education. 

I sell golf clubs, fishing tackle, guns. 

I sell happiness and security of the 
families of my friends and acquaintances. 

I sell self respect to old men but | 
sell it to them when they are young. 

Mr. Turner concluded by saying, 
“What we do in 1943 is dependent on 
how we think and how we act. The 
business is here to be had and it is so 
much a vital part of vital America, it de- 
serves our best efforts, constant and 
consistent.” 
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Cuan of Sonal War Plants 
Sold on ‘Business’ Approach 


NEW YORK — Personal life insur- 
ance sold on a business insurance ap- 
proach and with the corporation paying 
the premiums can be sold with com- 
paratively little trouble to proprietors 
of small businesses and machine shops 
which have mushroomed as a result of 
war orders, according to agents who 
have taken the trouble to seek out these 
enterprises in their frequently remote 
and dingy surroundings. 

The important angle is to tie the sale 
in with the business and to have the 
corporation or partnership pay the 
premiums. ‘The proprietor or partner 
a is one concept of himself as a business 

nan and another as a family man. Asa 
business man he is dealing in sums of 
money many times those that he used 
to handle. Writing a check for a sub- 
stantial life insurance premium is a 
trifling matter alongside the checks that 
he writes in the ordinary course of busi- 
ness, even though he knows that the 
premium is not a deductible business 
expense in figuring the corporation’s in- 
come tax. He is getting his business 
from the government so it doesn’t seem 
unreasonable to pay taxes. 


Has Different Outlook 


However, as head of a family he feels 
oppressed by higher living costs, heavier 
taxes, and the ne eed of buying war bonds. 
Conditions change so rapidly in business 
that he doesn’t know how much net he 
is going to be able to take out for him- 
self personally. Considering his situation 


solely on a personal basis he is likely to 
feel that he is having a difficult time 
making both ends meet. 

A pleasing feature of these sales is 
that if a sale is made it is usually con- 
summated quickly, provided the agent 
can put his proposition forward con- 
vincingly. The men operating these war 
plants are extremely busy. They haven't 
time to shop around. They are not much 
cencerned about getting the best pos 
sible buy as they are more interested in 
getting the matter cleaned up and get 
ting back on the job. A $5,000 or $10,000 
premium seems like small change to a 
man who is doing $1,000,000 a month 
business where formerly he was pleased 
with $50,000 a month. 

In addition to small businesses which 
have burgeoned into big ones there are 
many small machine shops tucked away 
in former garages and other incon 
spicuous spots. These are generally sole 
proprietorships. They are harder to find 
than the established plants but owners 
are in many cases making astounding 
amounts of money. Their outlook on life 
insurance is generally that they are 
amply covered if they have enough to 
bury them but they have the money to 
buy insurance if they can be convinced 
of the value of it. 

For example, the owner of a small 
machine shop employing 25 men made 
considerably more than $20,000 net last 
year out of war contracts. He is buying 
the limit in series E war bonds and has 
$25,0000 in his checking account. As a 


Mortgage Cover on Farm 
Especially Attractive 





Agents selling farmers insurance 
have a very effective sales talk when 
they find a farm is mortgaged. The 
fact should be brought out that the farm 
differs from a city residence. The farm 
like the city residence provides a home. 
However, the farm differs very mark 
edly from the city residence in that it 
provides the living for the family 
Therefore, the owner should be very 
much concerned as to what will be- 
come of the farm in case of his death 
with the mortgage unpaid and with no 
means to liquidate it. 

The foreclosure of the mortgage not 
only would deprive the family of a 
home but also of their means and live 
linood. Senator Capper of Kansas once 
said, “Mortgage insurance, not legisla 
tion, will solve the farm problem.” 

The “Diamond Life Agents Service” 
makes the following suggestions: 

(1) Sell a permanent plan of life 
insurance in the amount of the mort 
gage if possible. In case of death the 
proceeds will pay off the mortgage, 
or, if the owner lives, the cash values 
at the 10th or 15th year will pay off, 
or effect a substantial reduction, 

(2) If impossible to sell insurance 
to cover the entire mortgage—cover 
half of it. Many loans can be re- 
financed if half of the mortgage is paid 
off at the death of the owner. 

(3) As an alternative, sell insurance 
to pay the widow say $50 or $75 a 
month for five or ten years. This 
may enable her to help meet the pay- 
ments on the mortgage, or it may en- 
able her to hire help to keep the farm 
running until it can be sold advan- 
tageously, or perhaps even pay off the 
mortgage. “Hired man insurance” is 
an appealing package. 


Regular production means a regular 
income, and the man with cash in his 
pocket is a better salesman than the 
man with empty pockets. 


life insurance prospect, however, he will 
be no pushover for his attitude is that 
he is pretty well fixed because he has 
a $1,000 policy. 

As with the larger concerns the busi- 
ness is the all-engrossing thing in the 
man’s life. If the setup is incomplete 
without business insurance it is a much 
more appealing approach than trying to 
sell personal life insurance, even though 
the tundamental aim and end result is 
the same. 


Spotted Collateral Value 


One machine shop owner employing 
8 men was able to discern tor himseli 
the value of life insurance at some 
future date as collateral for his business 
in case a loan should be needed. He 
reasoned it out that his life insurance 
premiums enabled the company to invest 
in war bonds but that his life insurance 
would have the additional advantage of 
being usable for collateral which would 
not be true of the war bonds. 

Agents who have been doing business 
with the better paid executives and 
technicians in large, well established war 
industries, have noted a growing hesi- 
tancy on the part of many prospects 
who are putting more money into life 
insurance. ‘This feeling appears to be 
due to higher living costs, the realiza- 
tion of the taxes they will have to pay 
this year and the knowledge that for 
most of them there can be no salary 
increases to offset these higher outlays. 
In many cases the fact that a 5 per cent 
increase can in effect be given by the 
corporation’s purchasing life insurance 
for employes is something of an offset 
to this curtailed market 








( caestasnsianstnteaes UNDERWRITER 


February 19, 1943 











N ° Unanimity on Gerken Resuttiv 


(CONTINUED FROM PAGE 2) 





cial disability act, he said is involved a 
big political plan that will build up a 
colossal bureau. The economic value is 
lost sight of because it is overwhelmed 
by the political ambition to have an- 
other large bureau with thousands of 
employes. 

One speaker said that it is time that 
the insurance people were taking a posi- 
tive and not a negative approach to the 
subject. In other words, he asserted 
instead of decrying what is being rec- 
ommended by the government, insurance 
men should point out what a magnifi- 
cent job private companies are doing. 
He said that the south as a body is very 
much aroused against the bureaucratic 
development at Washington. He as- 
serted that the plan to have the gov- 
ernment write accident and health in- 
surance should be referred to as 
compulsory insurance through taxation. 

A speaker from the south said that he 
was sure that the various governments. 
federal, state, county and municipal, 
could well take care of the improvident 
without further legislation. 





TAX SITUATION 





One speaker said that the people are 
getting aroused over taxes. Employes 
are now confronted with the 5 percent 
Victory tax being deducted from their 
salaries, also the 1 percent social secur- 
ity tax. Then they find that they are 
confronted with the sales tax on every- 
thing that they buy. Some companies 
have relief funds, annuities, group in- 
surance, to which employes contribute. 
He said that the danger of unemploy- 
ment is still a very strong one in the 
minds of the people and unemployment 


insurance is now. pretty generally 
granted. 

A. D. Johnson, secretary of the 
United of Chicago, expressed the 
thought that insurance people them- 
selves may do great damage to the 
cause because they do not understand 
all the ramifications. They should not 


try to speak for the industry at large. 
Insurance men, he said, should get to- 
gether and should have a very definite 
program. 


Wesley Hammer’s Plan 


The plan of Wesley Hammer, man- 
ager of the accident and health depart- 
ment of the Commercial Casualty and 
Metropolitan Casualty in New York 
City, was discussed. He is advocating 
the same simple policy for all compa- 
nies reduced to as low a premium as 
possible. This would take care, in his 
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mind, of many people who are not able 
to buy insurance at present. There 
would be a low acquisition cost. He 
would practically use the premium rate 
for group accident and health and ap- 
ply it to individuals. 

In discussing the plan Mr. Hammer 
was given credit for endeavoring to 
solve a grave problem but the general 
impression prevailed that it would not 
be a salable policy. The problem of sell- 
ing, therefore, would be the big one. It 
would have to be on the monthly basis 
and would be sold by agents who are 
making weekly or monthly collections. 
Group or franchise accident and health 
insurance is now available. A a 
can cover as few as five people. W. 


Grant said that the tte anh 
would be 15 percent or 17 to 18 per- 
cent with taxes included, 70 percent 


would be named for claim ratio so that 
the margin would be reduced to a low 
point. 

[t was brought out that one person 
in 300 might be disabled in a year or 
not more than 100,000 a year. The in- 
Sane are already provided for and most 
of the people who cannot afford to 
take care of themselves can look to the 
local or state government for succor. 
Therefore, any elaborate federal ma- 
chinery is not justified. 





MORE MILITANCY 





Lyle Beach, counsel of Continental 
Casualty, said he felt sure that this 
problem could not be solved by passive 
resistance. Insurance people, he said, 
are far too complacent. They need to 
adopt a more militant attitude. There 
are different people attempting to speak 
for insurance but they are not author- 
ized to do so. He advised that the in- 
surance people formulate a platform on 
which all can stand. The social secur- 
ity benefit system, he said, is creating 
too many dependents who do not rely 
on themnselves but become government 
wards. Going on relief a few years ago, 
he said, was popular and became a fad. 
People in many instances found that 
they could get more by being on relief 
than if they worked. 

He recommended that all insurance 
men read the book, “Compulsory 
Health Insurance in the United States” 
by Prof. H. D. Simpson, emeritus pro- 


fessor of public finance of Northwest- 
ern University of Evanston, IIl., and 
published by the Northwestern Uni- 


versity Press. This is an analysis and 


appraisal of the present movement. The 
Continental Casualty has purchased 
11,000 of these books which it distrib- 


uted among thinking people and it has 
had a very salutary effect. He pro- 
nounced it a very sensible treatise. 

He cited the program of the Ameri- 
can Medical Association in fighting so- 
cialized medicine. It did a fine piece 
of legislative work, he added and stated 


that the social security people are not 
advocating socialized medicine now. 
The New Deal, he said, is well pre- 


pared to advocate its cause but the in- 
surance people, he remarked are not 
prepared to defend their side. 


George Manzelmann’s View 


George Manzelmann, president North 
American Accident, in a spirited talk at 
the close of the meeting said that he 
was a_product of a country that 
granted the fullest freedom and oppor- 
tunity to its people. He remarked that 
his parents were born and lived in Ger- 
many. They left that country because 
they disliked it for its militaristic char- 
acter and its policy of planning people’s 
lives, telling them what to do and how 
to do, taking care of them in all sorts 
of emergencies, making them _ practic- 
ally wards and serfs of the state. In 
fact, the policy of Germany is for the 
people to live solely for the state. His 


parents came to this country to get free 
from that sort of regimentation. He 
said that the United States is headed 
for the same sort of regime unless the 
tendency be checked. He objects to 


bureaucratic rule. He does not think 
that the dole or subsidy will supplant 
freedom of action and opportunity to 


get ahead. 
Recommendation Made 

A recommendation was made in an 
informal way giving a suggested course 
of action for insurance people toward 
social security as follows: 

“In view of the wide discussion of 
social security at the present time con- 
current with proposals for an American 

3everidge’ plan and the further exten- 
sion of our social security act, and 

“Because insurance is concerned with 
changes in its economic _ structure 


which would be affected by such pro- 
posals, and 
‘Because of the desire of insurance 


to provide broad and complete security 
for the American people upon sound 


insurance principles without affecting 
present American standards of living, 
therefore 


“Tt is recommended that an insurance 
committee on social security be formed 
to make a thorough study of all forms 
of security for individuals involving not 
only insurance plans covering the haz- 
ards of their life and health but a study 
of a practical program of public assist- 
ance for the needy, rehabilitation for 
the disabled, the extension of our pub- 
lic health service, and all other related 
fields touching upon human _ security, 
and that this insurance committee on 
social security be composed of repre- 
sentatives of all fields of insurance and 
business and labor through their proper 
representatives.” 


Test Aviation Exclusion 
Clause in Peoria Case 


An interesting point of law, whether 
the aviation exclusion clause applies in 
case a military pilot dies in time of war 


due to enemy aviation action but not 
while he is flying a military plane, is 
involved in the case of Mrs. Ruth P. 


Bull, Peoria, Ill, against Sun Life of 
Canada, which is to be tried in federal 
court at Peoria, Ill., April 5. Mrs. Bull 
sued for $10,000, the face of her hus- 
band’s life insurance policy. Richard 
Bull, lieutenant (j. g.) in the naval air 
force, was killed in action Feb. 5, 1942, 


East Indies, in an air en- 
geagement with Japanese and was de- 
clared dead by the navy June 1, 1942. 
His body never was recovered. 

Sun Life, in answer to her complaint, 
stated the company is liable to pay only 
$276.10, reserve value in the policy, 
claiming an aviation clause relieves the 
company from liability to pay the face 
amount if Lieutenant Bull died while a 
passenger or otherwise in an aircraft. 

Mrs. Bull claims her husband died as 
the result of an attack by enemy forces 
and was not in the plane at the time of 
his death, but does not set out in her 
complaint where her husband was when 
he died. It is reported, however, her 
ccunsel will introduce testimony to show 
lull was in a rubber life raft when at- 
tacked by Japanese planes, and not 
aboard the seaplane he had been piloting 
when shot down. 


in the Dutch 


Duel Asks Higher Appropriation 


MADISON, WIS. — Commissioner 
Duel has requested a slight increase in 
the appropriation for the Wisconsin de- 
partment to enable the department to 
engage more auditors to expedite ex- 
aminations. Appearing before the joint 
finance committee of the legislature, he 
said the last appropriation of $110,000 
had been cut to $92,500 by the return 
of a substantial amount unused. 

The Iowa senate has passed the bill 
authorizing minors 18 years or older to 
receive life insurance benefit payments 
up to $500 a year. 
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The Whole Sociat Security Story 
ina Nut Shell” 
plus the “Gadget” Appeal 


I HE NEW improved Social Security Pocket Slide has been called the “perfect gadget” by enthusiastic 
agency men. We have sold more elaborate types at far higher prices—but this one is the winner. It “has 
everything” and is cheap besides. An agent really lacks nothing on Social Security when he has this new 


“Pocket Slide.” 


Go ancets help sales. That has been proved. An agent puts the gadget into the prospect's hands and the 
sale has begun. Interest is aroused when the prospect sets it for his own case (and the agent gains impor- 
tant information by observing where he sets it). Attention is held for the sales story. This gadget has a subtle 
appeal, too—which agents say is effective. It stimulates one to “act now” because the benefits grading down 
as age advances, are always visible to the prospect. 


Simple — Complete — Effective — Inexpensive 


| has been brought down to where it is immaterial. Companies, managers, even agents can afford to 
stock as many as will be used without waste. This new Pocket Slide is good “give away” advertising plus sales 
utility. It may be left with “centers of influence” who will be glad to become authorities on Social Security infor- 
mation. Only 614” by 3%” closed, it fits your pocket and goes in a No. 10 envelop. 


S OME form of authentic information on Social Security must be kept in stock by all life insurance offices. 
The data in this new Pocket Slide (taken from pages of the Little Gem Life Chart was called by one com- 
pany “so complete and perfect that it is not open for improvement.” That company said frankly that any 
change would make it less valuable. It is this “complete and perfect” information that has been put in sim- 
ple, and inexpensive but desirably effective “gadget” form, the New Social Security Pocket Slide. 


Get Your New "POCKET SLIDES” with Your Own Imprint 


Put them into 
All Sorts of Profitable Uses Your Prospects’ hands Immediately 








Prices 
1. As an “approach.” 2. As a service item for 5 Slides $1.00 100 Slides $10.00 
12 Slides $2.00 500 Slides $40.00 
payroll clerks and personnel managers, etc. 3. For 20 Slides $3.00 1000 Slides $75.00 
use with "brokers.'' 4. To leave with "centers of 50 Slides $6.00 (Less in Larger Quantities) 
influence." 5. As a quick and easy reference for IMPRINTING. Free on orders of 1000 and more— 


bankers and lawyers and others who are frequently aad ealy §250 por. impelet en Lees en 1008 


asked about benefits. 6. For employers to supply : . 
Mail this Coupon for yours Today! 


Send me*......New "Pocket Slides” 


employees (or to foremen) to answer what becomes 
of the pay-roll deduction. 7. For yout personal 


use in soliciting by which you gain valuable informa- 











2 C] Imprint as (] Charge to (] My check 
tion about your prospects. per attached my Account is enclosed 
Name Title 
Company 
Convenient ° Easy-to-Use aie 
"Direct-Reading" Tables City State 


*(Attach check on orders for 12 or less) 


To The National Underwriter Company 
420 East Fourth Street, Cincinnati 


The ANSWER without Computation 
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KEEPING FAITH 


a ah ae Se a a a ae ae ae ae Se ae Se ae. 


Hold fast to a sound sense of your mission and its destiny. These are times that 
not only try men’s souls, but also rock nations to their very foundations. 
As a life insurance man, or woman, you are on a mighty mission. You are 


crusading against financial insecurity that lies in wait to attack and destroy the helpless. 


Holding fast to your mission — the task of patrolling the home front and pro- 


tecting family security — you are helping to preserve the American way of life and our 
national sovereignty. * 

A star on a service flag in a window .. . the thrills and chills of the battlefront 
. .. the cheers and tears when the boys come home again . . . these are not for you. Yours is 
the less glamorous role in the living drama of these chaotic times. In comparative obscurity, 
your vital task is done. The limelight for you will shine only from the lives of your 
fellowmen, but you know that warming light will surely shine. 

Keeping faith with the trust that America has in you, will bring a deep and 
abiding sense of work well done. And the unfolding destiny of your mission, through 
helping to maintain family security all over America, will be living testimony to your 
service on the home front. 


Hold fast to a sound sense of your mission and its destiny. 


_Jasrachusely [Mutual 
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